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The Prudential Insurance Company of America 
FORREST F. DRYDEN HOME OFFICE 
cata CORPORATED UNDER THE LAWS OF THE STATE OF NEW JERSEY seatieitietaliid 
oe 0C _ r 0c ap > 
ACTUAL RESULTS FROM 
= = 
: ScIENTIFIC-FirE—Loss—Ab JUSTMENTS |. 
’ EXPLAINED FULLY IN OUR NEW BOOKLET : 
“Proof of Service’’ 
~— MAILED FREE TO FIRE INSURANCE BROKERS 
,00 AND AGENTS 
"LION . 
\. STANDARD APPRAISAL COMPANY 
= HOME OFFICE 
E CHICAGO s 6 PI N E STR E ET BOSTON 
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ONLY RURAL OLD LINE 
COMPANY 


Low Participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE 
COMPANY OF AMERICA 


FRANCIS F. McGINNIS, 
President, General Counsel and Founder 


We are writing at the rate of six millions a year and 

have a particularly attractive proposition for men with 

clean records who can deliver the goods—as General, 
State or District Agents. 


WILLARD E. KING, Vice-President and Manager of Agencies 
FRANKLIN A. BENSON, Secretary and Superintendent of Agents 


Home Office: BAY CITY, MICHIGAN 6: 





SOUTHLAND 
LIFE INSURANCE 
COMPANY 


DALLAS, TEXAS 


B aN 
Aertner tere Bh) 

2, 

Y. 


Insurance in Force 


$43,000,000.00 


erinmernner 
* 


HARRY L. SEAY, President 
J. W. HURST, Jr., Secretary 
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The Acid Test for Strength, 
Liberality, Service and Low Cost 


places 





LZ. 
SSSA 
{FE INSURANCE COMPANY 


OF BOSTON MASSACHUSETTS 


high on the list 


CAPABLE AGENTS WANTED 








FIREMAN’S FUND INSURANCE COMPANY 


me | 4 
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Exclusive Working Rights 


AND 
Strong Helping Plan 


in a rich and prosperous district are 
available to a life insurance salesman, who 
is a salesman, as a representative of a 


strong mutual company. 
One of America’s Greatest 


Write XYZ, care of THE SPECTATOR 











NATIONAL FIRE 


INSURANCE UNDERWRITERS 
OF PENNSYLVANIA 


C. H. MILLER, Pres.-Treas. W. P. LEWIS, Secretary 
FINANCIAL STATEMENT 
JANUARY Ist, 1919 


ASSETS 
Municipal Bonds and Stocks‘(Market Value) 
Cash on hand and in banks 
Premiums in course of collestion 
Interest accrued 


$308,163.00 
41,409.83 
94,681.91 
2,777.05 
3,500.00 


$450,531.79 


Reserve for unpaid losses 


Reserve for unearned premiums 183,263.69 


$191,263.69 
259,268.10 


$450,531.79 


JAMES R. SKINNER 


Managing Underwriter 
EVANS BUILDIN WASHINGTON, D. C. 


Risks accepted throughout U. S. and Canada 
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Indianapolis Life Insurance Company 
GROWING STEADILY 
1905 $ 325,000.00 
1906 1,281,909 .93 
1907 2,158,315.62 
1908 2,344,449.12 
1909 3,037,135.59 
1910 3,700,237.71 
1911 4,451,264.48 | 
1912 5,756,690.86 
1913 7,011,554.27 
1914 8,655, 788.49 
1915 10,231,921. 21 
1916 12,021,820.06 


1917 13,665,053.54 
1918 [15,532,346.26 


shiek ol sieiacelaale 


$6,580,823.00 
380,111.45 


Insurance Issued 1919. . 

Total Death Claims Paid. 

Total Dividends ieeliobeniade Mutual, 
stock). 

Admitted Surplus. 

Admitted Assets 


FRANK P. MANLY, President 


HOME OFFICE: 
Indianapolis, Ind. 


Doing business in Indiana, Illinois, Michigan and Texas 


328,108.40 
101,350.49 
. 1,744,366.92 


EVERY INSURANCE MAN 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster is 


ELIGIBLE 


TO THE 


lowa State Traveling Men’s Association 


“Oldest and Best’’ 





Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 
Insurance to August Ist, 1920, for $2.00 
Write for Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 














SAFETY for 
THE WIDOW’S MONEY 


Through The 


MONTHLY 
INCOME 
PLAN 





A brilliant presentation of 
the Monthly Income Policy 
is just off the press and is 
ready to supply to those 
-desiring a powerful aid to 
the sale of this great busi- 
ness-building policy, now 
just coming into its own. 


Printed attractively as an 
8-page leaflet, vest-pocket 
size. 








A Sample Will Convince You 
Send For It. 





The Insurance Field Company 


INCORPORATED 


P. O. Box 617 Louisville, Ky 


4 





Great American 
Insurance Company 


New Dork 


INCORPORATED - 1872 


PAID FOR LOSSES 


$105,437,708.58 


STATEMENT onion 1,1919 
CAPITA 


$5,000,000.00 


aus FOR ry OTHER LIABILITIES 


15,231,512.92 


NET st URPLUS 


10,619,509.09 
30,851,022.0 1" 


*Includes $134,574.96 Excess Deposit in Canada 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 3ist, 1918 


United States Government Liberty Loar bonds owned 
by the Company exceed its entire capital stock of 
$5,000,000—a striking indication of true patriotism 


Home Office, One Liberty Street 
New York City 


Western Department 
WALTER H, SAGE, Gen’! Mér. 
INGRAM & LERCH, Managers 
76 West Monroe St., Chicago, Ill. 

Boston Office 
ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 


Pacific Department 
GEORGE H. TYSON, Gen'! Agent 
210 Sansome Street 
San Francisco, California 


Marine Department 


WM. H. McGEE & CO., Gen’! Agts. 
15 William Street, New York City 
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Horace R. Wemple Henry M. Schnarr Stability with Fraternity 
President Secretary=Treasurer 
FIRE THE FRATERNAL AID UNION 
- A Fraternal Beneficlary Association that Issues 
RE-INSURANCE MODERN LIFE INSURANCE CONTRACTS 
NORWEGIAN ATLAS INS. CO., Ltd. ON THE LEGAL RESERVE BASIS 
Assets of Two Million Dollars Operating in Thirty-eight States 
WEMPLE & COMPANY, Inc SOMETHING DIFFERENT 
9 e 
15 William Street If interested, address 
New York New York Vv. A. YOUNG, Supreme President, LAWRENCE, KANSAS 
Che Independent Order of Puritans 
Home Office—Suite 818 Westinghouse Building, Pittsburgh, Pa. Men capable of closing business and training 
es sa po a fixed monthly income to new agents or devoting entire time to writing 
Annuities Certificates yor tamer disabiite orcas. || new business can secure positions with ‘the 
Life Certificates aengnneoane Whole ee earn undersigned company on salary, expense and. 
Combination Sick, Accident Annuity eee oe at commission. In writing give full details, past 
and Funeral Benefit Certificates or Accident and history and reference. Address, 





on death from any cause. 


PAID TO MEMBERS, JULY 1, 1917, $852,234.97 
ANNUAL REsoucab Gs,s0.0 STANDARD LIFE INSURANCE CO 
An up-to-date progressive association possessing the strong features of : 
adequate rates (American Experience Table of Mortality, 4 per cent) and DECATUR, ILLINOIS 
Economical Man ment, . 
INSURANCE IN FORCE $15,000,000.00 MONTHLY INCOME ANNUITIES 























Live Men Can Double Their Income 


——— Look up the record of 14 years’ successful life insur- 


ance service of the 


MONTHLY PENSION BONDS FORT WORTH LIFE 


(copyrightes) 
, Fort Worth, Texas. 
Under our Service Pension Contract ee a 
. Attractive Contract to sell 
The LaFayette Life Insurance Co. Popular Policies at 


Reasonable Rates in 


LaPayette, indiana Prosperous Territory in Texas 














Ww. W. LANE, Secretary. A. E,. WERKHOFF., President 
ESTERN ASSURANCE COMPANY 
OF TORONTO Incorporated 1851 
‘ EXCELLENT OPPORTUNITY 
FIRE, EXPLOSION—RIOTS CIVIL COMMOTIONS AND rm ’ ° 
STRIKES—MARINE AND TORNADO INSURANCE for Reliable, Energetic men to represent us in 
——— the states of Illinois and Missouri with direct 
W. B. MEIKLE. President & General Manager Home Office contracts. Liberal policies. 
UNITED STATES STATEMENT, JANUARY 1, 1919 CAPITOL LIFE INSURANCE COMPANY 
RE Ae ee ee eee ne $4,693, 580.53 OF COLORADO 
SURPLUS IN UNITED STATES................+- $1,733,616.33 ' 
TOTAL LOSSES PAID IN UNITED STATES FROM Thos. F. Daly, President DENVER, COLORADO 
1874 TO 1918 INCLUSIVE................-.-005 $45,098,883.86 














CHICAGO BONDING AND INSURANCE CO. 


CAPITAL AND SURPLUS TO POLICYHOLDERS, OVER $1,000,000.00 

















) aa WRITES 
Fidelity and Surety Bonds Plate Glass General Liability 
RENGTE Accident and Health . Burglary . Elevator 
[he INCERITY | Monthly Payment Automobile Liability—Property Teams 


Damage and Collision 
Licensed by the United States Government, the District of Columbia, and the following States: 


Illinois, Iowa, Kansas, Michigan, Missouri, Minnesota, Ohio, New Jersey, Indiana 

Pennsylvania, Kentucky, Wisconsin,*- Maryland, Nebraska, West Virginia. 
A Company conducting its business with an annual premium income of over ONE MILLION DOLLARS, with li 
outlined by its own Officers and Directors in co-operation with its own agents. Oe 


A. J. SABATH, President O. F. ROBERTS, Vice-Pres. & General Manager 
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NORTHERN INSURANCE Co. || The Company that 
OF NEW YORK | 
WILLARD S. BROWN & CO., General Managers | LEADS THEM ALL IN KANSAS 
1 Liberty Street, New York | 
JOSEPH W. BECK, Special Agent hag 5 ade Special Agt | Has the largest volume of business in force ever placed 
tn: wan eee | upon the books of any Kansas Company 
W. P. % BAY, Special Agent ep mUnr, | 
<n oa | THE FARMERS & BANKERS LIFE 
G. O. CRANDALL, Special Agmt 7 W. Lake Bt, Minneapolis, Mins INSURANCE COMPANY 
RICHARD W. WETZEL WICHITA KANSAS 
1526 Bryden Road, Columbus, Ohio 
WANTED: PRODUCERS OF GOOD BUSINESS IN THE SIGN OF GOOD CASUALTY INSURANCE 
INDIANA, KENTUCKY, ARKANSAS, ALABAMA, | LIABILITY SURGLARY 
FLORIDA AND GEORGIA. | ACCIDENT CREDIT 
| HEALTH BOILER 
| AUTOMOBILE LANDLORDS 
| TEAMS ELEVATOR 
LIBERAL COMMISSIONS AND UP-TO-DATE POLICIES ‘| COMPENSATION GENERAL LIABILITY 
Established * 1869 
se ST, ‘LONDON GUARANTEE & ACCIDENT oO, Li, °rsaxse 
| Head Office: CHICAGO, ILL. P. W. LAWSON, General Manager 





INDIANA NATIONAL LIFE INSURANCE COMPANY 














INDIANAPOLIS, INDIANA Resident RR ¥ ise Walnut Street, Philadelphia, Pa. 
aaa mat SaaS Se | ELMER A. LORD & CO, eddent Managers 145 Milk Street, Boston, Mass. 
SALESMAN OPPORTUNITY as 











We can use some high-grade stock and bond salesmen to sell our 6% 
Participating Preferred Stock, our 6% Improved Calumet District 
Real Estate Bonds, and our 5% Farm Mortgage Bonds. 
; Write for Particulars. 
GARY NATIONAL ASS JCIATES COMPANY 
Gary Theatre Building, Gary, Indiana. 
Wilbur Wynant, President. 


The greatest automobile |]. 
state in the Union today 
is Ohio. 


The largest and strong- 
est automobile insurance 
company in Ohio is 


The Great American 














WANTED 


P oducers who desire the best monthly og = Health ani Accident 
Policies on the market. i xcellent contracts. First-class Company. No 
Experiments, chance for promotion. 


FEDERAL CASUALTY COMPANY «= « = DETROIT, MICHIGAN 
POLICY WITH FUNERAL BENEFIT 
Sold by—DETROIT CASUALTY COMPANY «= = DETROIT, MICH. 
(Same Management as Federal Casualty Company.) 





Full coverage automobile insur- 
ance at reduced rates. 





MANSFIELD,OHIO. 























OHIO FARMERS INSURANCE COMPANY 


LE ROY, OHIO Organized 1848 
STATEMENT DECEMBER 31, 1918 


New York Basis 





Net Amount of Unpaid Losses and Claims........ $183,521.78 Reserve for Emergencies.......... $125,000.00 

Reserve for Unearned Premiums................ 2,853,032.68 INGUISUNMNNS ad cu wccwicccusawads _1,366,077.93 

Federal, State and other Taxes due and accrued .. 70,086.10 Samples te Polley Relsere. no. 2 osc cccccces scene nis __ 1,491,077.93 

TOUR Ss ka 0:5 0's havc eniccnnsiccsonoeses 33,708.90 inns 06k ni thee ineannmaadende $4,631 427.39 
F. H. HAWLEY, President W. E. HAINES, Secretary 





American Bonding and Casualty Company 








Over $850,000.00 in approved securities on 
deposit with Iowa Insurance Department for 


Surety and Fidelity Bonds ANERICAN BONDING protection of policyholders. 
N 
CASUALTY COMPANY Assets June 30th, 1919 - $1,707,890.53 
eee The unprecedented growth of this company is 


Casualty Insurance 


evidence of the quality of our Service. Agents 
are invited to avail themselves of this service 
where we are not represented. 





Home Office: Siéex City, Iowa. 
Gus. A. Elbow, President 
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“The Leading FIRE INSURANCE Co. of America” 


WM. B. CLARK, President’ 
1819 - 1920 


O)ilems elbhelebacemr-belem elem Geta 
of Service 


Losses Paid over $183,000,000 

















FOUNLCED 1865 


The PROVIDENT LIFE 
and TRUST COMPANY 
of PHILADELPHIA 


PENNA. 





The Long Endowment of the Provi- 
dent is peculiarly adapted for the 
creation of a cash fund to meet 
Estate Taxes. 

The interest on the proceeds after 
maturity swells the insured’s income 
until death when the cash is immedi- 
ately available. 























; pone SUCCESSFUL LIFE INSURANCE AGENT. 


u want to secure a General Agency for yourself? If so, 


rea thi 8; it is 
sess WORTH KNOWING 


A $5,000 policy in the United Life and Accident Insurance Company 
guarantees 

FIRST, that in —_, “J death from any cause $5,000, the face of 
the Policy, will be paid 

SECOND, that in case of death from any ACCIDENT, $10,000, or 
DOUBLE the face of the Policy, will be paid. 

THIRD, that in case of death from certain SPECIFIED accident, 
$15,000, or THREE TIMES the face of the Policy, will be paid. 

FOURTH, that in case of total disability as a result of accidental 
injury, the Com gu will Ps direct to the Insured at the rate of 
$50 PER WEEK ring suc rt. but not to exceed 52 weeks, 
after which the weekly eo will be at the rate of $25 PER WEEK 
throughout the period of disability. Can insurance do MORE? 
— WHY should any man be satisfied with a pr'icy that would do 
ess 

Annual Premium, Age 35, Ordinary Life, $128. i. Twenty-Pay- 
ment Life, $167.10; Twenty-Year Endowment, $235. 

General Agents wanted in the following crore — lvania, 
en Kansas, Michigan, Ohio and the District of Columbia. 
Address: 


UNITED LIFE AND ACCIDENT INSURANCE CO. 


Home Office. United Life Bldg., Concord, New Hampshire 








In 1919 


44 General Agencies paid for 
$88,000,000 
Standard Business 


Dividend Scale Maintained, Surplus Increased 





New England Mutual Life Insurance Co. 
Boston, Mass. 

















THE MUTUAL LIFE OF ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An ‘Old Line’’ Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in Illinois still open. Will 
be pleased to hear from anyone interested. 














Thursday 


























Kristiania Shipping, Insurance and Trading Co. A/S 








KRISTIANIA 


(27, Karl Johansgate) 


LONDON, E. C. 2. 


(65, London Wall) 


Manager (Insurance Branch): H. C. O. Sidney 


Insurance and Reinsurance Managers and Brokers 





Facultative Reinsurance and Obligatory Treaties Negotiated 


“CLARO”, 
TELEGRAMS:| wt ROUTING AVE.,”” LONDON 


KRISTIANIA 





























NI 





April 15, 1920 





THE SPFCTATOR 














PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 
is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 
Write today; we may have just what you want 


LOUIS NAROWETZ, President 


108 So. La Salle Street CHICAGO, ILLINOIS 


CAPITAL PAID IN.. 


American Indemnity Company |, 
Home Office: GALVESTON, TEXAS j 
FIDELITY AND SURETY BONDS | 
PUBLIC LIABILITY, AUTOMOBILE } i 
AND BURGLARY INSURANCE ; 


OFFICERS: 


Sealy Hutchings, President. 


John Sealy, Vice-President. C. H. Moore, Vice-President. 


Geo. Sealy, Vice-President and Secretary. H. O. Stein, Vice=-Presi- 


dent and Treasurer. J. F. Seinsheimer, Vice-President and General 


Manager. J. M. Jacobs, Assistant Secretary. H. Economidy, 


Assistant Secretary. 


Financial Statement as of December 31, 1919, as re- 
ported to the New York Insurance Department. 


ASSETS 
Government bonds. : $582,977.04 
Municipal and other bonds and stocks—market value... . 499,768.19 
Real estate. ’ . Cae ey 30,464.98 
Mortgage ee? Te i oe ERE en ee eee 395,680.00 
Collateral loans. eo 112,050.00 
Cash in bank and trust companies at interest. Bre 165,801.89 ; 
Cash in bank and trust companies not at inte rest. anes 26,424.07 
Premiums in course of collection under 90 days.......... 160,562.23 
Interest due and accrued. x ee es 27,440.56 
Other admissible assets a so arreso a wee 460.34 


$2,001 ,629.30 - 
$600,000.00 


LIABILITIES 


Reserve for losses, including investigation and adjusting of 

NE eo iso wea al ode ‘ : 418,924.47 
Unearned premium reserve... . 464,431.00 ; 
Reserve for commission due age nts on underdue pre miums. 41,779.25 
Reserve for federal, state and other taxes. a aee wea 15,000.00 
Reserve for bills due or accrued. : Saas 2,103.40 
Voluntary reserv a ldind 2a 33,281.72 
SURPLUS OVER ALL LIABILITIES eres ¢ : 426,109.46 


$2,001 ,629.30 
Responsible Agents Wanted Where Not Represented. 














High Class Salesman Wanted 


to sell American Credit Insurance 


Credit Insurance begins where Fire Insurance stops—after 
merchandise has left the protection of four walls, and been 
turned into accounts. 


And American Credit Insurance does far more than merely 
provide for the payment of abnormal losses. It establishes 
a safe credit basis. It promotes the means to prevent losses. 
It eliminates waste, and reduces the failure rate. 


Thus, when you sell American Credit Insurance, you are 
selling a constructive and highly desirable Service needed 
and wanted by the leading Manufacturers and Jobbers. 


This calls for integrity and ability of the highest order— 


for an Al salesman. To such a man we can offer an un- 
usual opportunity. 


Commission basis only. 


THE AMERICAN CREDIT 
INDEMNITY COMPANY 


of NEW YORK E. M. TREAT, President 
415 Locust Street 91 William Street 
St. Louis, Mo. New York 


Offices in all Principal Cities 


A. B. Treat, Gen’! Eastern Mor. 


91 William Street New York 








PORTUGAL SPAIN 


J.. Forcada 


Praca do Municipio, 12-13, 


Lisbon (Portugal) 


Underwriter- Settling Agent 
Insurance Broker 


J. FORCADA & C’ 


Barroeta Aldamar, 2, 
Bilbao (Spain) 


Insurance and Reinsurance 
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JOSEPH EROGGATT & CO. 


Insurance Accountants and 
Auditors 
Consulting Actuaries 


f 


25 CHURCH STREET 
NEW YORK 





CHICAGO 
Insurance Exchange Building 


SAN FRANCISCO 
Call Building 


NEWARK 
Firemen’s Insurance Bldg. 





We study your problems. 


Our unusual opportunities 
coupled with our practical 
insurance experience have 
provided us with the 
solution. 


We always effect economies. 


Telephone us Cortlandt 5455. 
You incur no obligations in 
talking this over with us. 


JOSEPH FROGGATT 


President 








eneral Accident 


FIRE AND LIFE 


f/,ASSURANCE CORPORATION, Lid. 
FREDERICK RICHA2DSON, United States Manager 


GENERAL BUILDING -: 47 & WALNUT STS. 
PHILADELPHIA 
















LIFE MEN FROM OTHER FIELDS 


are joining The Great-West Life in constantly increasing numbers—attracted by the 
powerful persuasion of exceptional POLICY RESULTS. 
They find how readily, in turn, those Results persuade their prospects. 


Write for Agency terms. 
THE GREAT-WEST LIFE ASSURANCE COMPANY 
Head Office, Winnipeg. 
Branch Offices in the United States. 


90 Griswold Street, Detroit, Mich. Equity Block, Fargo., N. D 
912 Andrus Blidg., Minneapolis, Minn. 





THE WOMAN’S BENEFIT ASSOCIATION 


OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892. 


Largest Fraternal Benefit Society for Women in the World 


A **Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 220,000 

The Reserve Fund is more than $12,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 


Cares for its Needy Sick 
Its Reviews are Social and Welfare Centers 
Write for information to: 
Miss Frances D. Partridge, 
Supreme Record Keeper, 
Port Huron, Michigan. 


Miss Bina M. West, 
Supreme Commander, 
Port Huron, Michigan. 


ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 
JAMES W. STEVENS, President 


Greatest Illinois Company 














HOME LIFE INSURANCE CO. 
NEW YORK 


The 60th Annual Statement shows admitted Assets of 
$37,780,735 and the Insurance in Force $185,755,819,—a gain 
for the year 1919 of over $27,000,000. The insurance effected 
during the year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policyholders during 
the year was over $4,388,000. 

For Agency Apply to 
GEORGE W. MURRAY 
Superintendent of Agents 


256 BROADWAY, NEW YORK 
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THE SPECTATOR 


The circulation of the publications of The 
Spectator Company, including THE SPECTATOR, 
amounted for the year ending January 1, 1920, 
to 1,247,695 copies, averaging about 24,000 
weekly. These standard publicattions, cover- 
ing life, fire, casualty and miscellaneous insur- 
ance, are recognised as authorities in their par- 
ticular lines, and many have received the en- 
dorsements of the United States Government 
and State Insurance Departments. The statis- 
tical and historical records of the various in- 
surance companies, news and educational 
articles, and convincing arguments rendering 
the prospective mind receptive to the solicita- 
tion of insurance men, are thus given wide 
public circulation, constituting the most valu- 
able SERVICE to the insurance companies. 

Tue Spectator, established in 1868, is a weekly 
journal devoted to promoting the best interests of 
trustworthy insurance of all kinds. The subscription 
price for the United States, Canada and Mexico is 
Four ollars per annum, postage prepaid; to all for- 
eign countries in the Postal Union, Five Dollars. 

THE SPECTATOR COMPANY 
PUBLISHERS 
135 WititiAM Street, New York 
Arthur L. J. Smith 
President 


Charles H, Nicoll Harry W. Barnard 
Vice-President Second Vice-President 
Robert W. Blake Loughton T. Smith 


Treasurer 
Sholto D. Kirk 


Secretary 
Fred B. Humphrey 
Assistant Treasurer Assistant Secretary 
Telephone, Beekman 4600 (4 trunk lines) 
WESTERN DEPARTMENT 
Insurance Exchange, Chicago. Telephone, Wabash 531 
Sole Selling Agents in America for the publications 
of Charles & Edwin Layton of London, England. 
too 1920, by The = ctator Company, New York 
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11 plan of the National Board of 
lire the 
education ef children upon the subject of 


Underwriters looking to 


fire dangers and their avoidance is gain- 


ing momentum as the months go by. 
The pamphlet entitled ‘Safeguarding 


the Home Against Fire,” which 1s de- 
scribed 


the schocl 


as a fire prevention manual tor 
children of America, has 
already reached a circulation of 425,000. 
The legislatures in a number of the 
States have adopted this manual as a text- 
book for the children in certain grades. 
That this is an altruistic measure on the 
part of the Board is indicated by the 
fact that the selling price of the booklet 
is a trifle less than the cost of paper and 
presswork alone. A future reduction in 
the fire loss per 
this progressive and patriotic work on the 
part of the National Board. 


capita ought to reflect 


A” interesting light is thrown upon 

the subject of the relative mortality 
during January and February of this 
year, and :he whole year 1919, by a tabu- 
latien prepared by the Metropolitan Life 


Insurance Company. The table referred 


THE SPECTATOR 


the death rates per 100,000 from 
among the premium- 


to shows 
principal causes 
paying policyholders in the company’s 
industria! department. It is noted that 
the totai deaths per 100,000, from all 
causes, in February, 1920, were 1568, as 
against an average of ro4i in the full 
year :9i9, and tor8 in January, 1920. 
The bulik of the increase in February was 
due to ifluenza, 


with 245 deaths per 


100,000, against seventeen in January, 
and pneumonia with 367 per 100,000, 
against 124 in January, and 117 for 


the entire year This record gives 
the 


of “flu” and pneumonia when they be- 


LOY. 


additionat. proof of malevolence 


come epidemic, and emphasizes the need 


for strong preventive measures being 
taken when there is a sign of the recur- 
rence of the dreaded influenza. 


HE burning rate of property in the 
United States the 
first quarter of the current year has been 


and Canada in 
unduly high, the loss having reached the 

$91,241,950, 
the records of the Journal of Commerce. 


huge sum of according to 
In March, last, the loss was $27,597,700, 
or over $5,000,000 in excess of that in 
the last 
three months’ loss this year exceeded that 


same month year; while the 


in the same quarter in either 1919 or 1918 


by about $13,000,000. These are dis- 
couraging figures, and necessitate low 


monthly losses during the remainder of 
the year to bring the year’s total down to 
normal. 





N another column we print a letter 

from the Insurance Commissioner of 
Alabama relating to an editorial which 
THE 
which directed attention to some aspects 
Our 


seems 


was published .in SPECTATOR, and 
of State supervision of insurance. 
forth 
undesirable that 


article set reasons why it 


Alabama or any other 
State should have on its statute books a 
compelling companies to 


law agree to 


submit to examination before licenses 


will be granted to them. From the Com- 
missioner’s letter it is apparent that the 
insurance companies have nothing to 
fear from the present incumbent in the 
office ; 


similar statute should be in force in some 


but it would be unfortunate if a 


State in which an unjust or unscrupulous 
the State official 
insurance com- 


man should become 


having supervision of 


It therefore is most desirable 


9 


panies. 


Editorial 


that the statute of Alabama referred to 
should be repealed, and if similar legal 
requirements exist in other States they 
should meet the same fate. 


Alabama Commissioner Explains 
[To the Editor of Tue Spectator] 


My attention having been called to your lead- 
ing editorial in the issue of March 11, under 
the caption “State Supervision,” in which you 
reproduce with considerable comment an Agree- 
ment to Submit to an Examination, I feel im- 
pelled by a sense of duty to make a brief ex- 
planation, and to ask that you give this com- 
munication the same degree of publicity that 
was given to the editorial to which reference is 
made. 

The agreement as published in the editorial 
and attributed to “one of the Southern States,” 
is sent out by the Alabama Department, and 
for that reason I have made the request that you 
make publication of this explanation, which I 
am sure you will gladly do, and for which I 
thank you in advance. 

First: The agreement as published follows 
the exact wording of the Alabama statute, 
which has been the law applicable to insurance 
companies in Alabama ever since the State has 
had a Department of Insurance, but since some 
confusion and misunderstanding has resulted in 
the past by reason of some companies having 
entered the State before being apprised of this 
law, I felt that since it is the law, and has been 
all the while, it could do no harm to have all 
companies alike apprised of such statute by 
entering into an agreement, the execution of 
which could leave no possible room for mis- 
understanding or confusion. 

Second: We are just inaugurating a new 
compensation law, and in connection with this 
business quite 4 number of inter-insurance ex- 
changes have heen admitted to do business in 
the State within the last few months. These 
exchanges qualify and operate under a special 
act, and the law as set out in the printed agree- 
ment does not apply to these exchanges in the 
same way that it does now, and has all the while, 
applied to other carriers doing business in the 
State. I feel that this requirement should rest 
upon all carriers alike, and if those carriers 
to whom the law containing the requirement 
does not apply in the sane way are willing to 
execute the agreement in common with all other 
carriers, thus putting all carriers on a common 
level, so far as their obligations to this Depart- 
ment are concerned, I fail to see why those car- 
riers who are already under the requirements 
of the statute could hope to gain anything by 
protesting against making the agreement hind- 
ing on all alike. Nor do I see how such car- 
riers incur any additional liabilities by joining 
in the agreement. 

Third: T desire to give every assurance that 
there is no foundation for the apprehensions 
expressed in the comments on this agreement as 
contained in your editorial. The Commissioner 
of Alabama, together with the Deputy Com- 
missioner, are presumed to be men of at least 
ordinary intelligence, and to be possessed of at 
least an ordinary sense of justice and fairness. 
At least they are entitled to this presumption 
until hy some official deed or pronouncement 
they justify the removal of such presumption. 
Until this occurs we would suggest that every- 
hody sit steady, be calm and not worry. The 
insurance business will go straight ahead, and 
1920 is certain to be a record breaker for vol- 
ume of business in all lines of insurance. 

Very cordially, 
A. W. Briscoe, 
Commissioner of Insurance. 
Montgomery, Ala., April 7. 
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ORDER OF SONS OF HERMAN 
AMENDS ITS CHARTER 


Organization formerly With German Lean- 
ings Now 100 Per Cent American 


Changing its purpose from an organization 
to disseminate the German language and Ger- 
man customs to a purely insurance and benefit 
association, the grand lodge of the Order of the 
Sons of Herman in the State of Texas has 
executed an about face in its career. 
the constitution required all proceedings of the 
grand lodge and the subordinate lodges to be kept 
in German, and all new members formerly had 
to master the German language before being 
admitted to the order. 

On June 20, 1918, however, the Texas grand 
lodge terminated all connections with the na- 
tional organization, and in an amended charter 
repealed all of the elements of a pro-German 
nature. These facts, together with an actuarial 
report upon the financial condition of the or- 
ganization, are embodied in a report of Paul L. 
Woolston, consulting actuary, filed some months 
ago with Commissioner of Insurance Briggs. 
The report was held in the Attorney-General’s 
department for several months, and has now 
been made public. 

The report of the examiner states that the 
order is gradually, but steadily, losing in per- 
centage of solvency, due to insufficient rates and 
increasing loss ratios, and recommends an in- 
crease in rates to be made at once. The num- 
ber of influenza and war claims paid in 1919 
shows about the average due to the ravages of 
the influenza epidemic, but the number of war 
claims paid for soldiers who were killed or 
who died from wounds is only eight. One 
hundred and twenty-six influenza claims were 
paid to civilians. 

Practically all of the insurance business is 
written in Texas, though under the amended 
charter the order may do business in other 
States. Several thousand of the insurance 
policies are issued to individuals who are not 
members of the local lodges. 

The report makes several recommendations 
calculated to place the organization upon a 
sounder financial basis, and eliminate certain 
minor violations of law chargeable to this or- 
ganization. The principal recommendation is 
that the form of government be changed so as 
to reduce the grand lodge from a body of 600 
members, meeting every four years or some- 
times every two years, to a body of fifty to one 
hundred members meeting every four years, 
with power to determine the assessment rates. 
It is recommended that the reserve fund be 
closed out or provision made for it in the con- 
stitution: that the permanent fund be either 
transferred to the reserve fund or to the death 
benefit fund; that the per capita tax be in-~ 
creased to fifteen cents per month; and that 
burial assessment, coupons and benefits be re- 
pealed. 

More grand officers working upon paid time 
for the benefit of the order and a vigorous cam- 
paign for new members are also recommended. 
Changes in the present investments are advised, 
and a long list of necessary changes in order 


Previously 
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to do away with minor violations of law is 
given. In concluding the report Mr. Woolston 
says that the present purpose of the organization 
is to benefit the individual members at a mini- 
mum expense ratio. 

“The grand officers are sincere, apparently 
unusually unselfish, faithful and desirous of 
perpetuating the organization on sound business 
principles. * * * They are men of integrity 
and excellent reputation. It is believed they 
will co-operate in the successful solution of the 
present and prospective problems of the order,” 
says the report. 


ON INCOME INSURANCE 


Chapter from “How to Sell Insurance,” 
William Alexander's New Book* 

What is the chief purpose of life insurance? 
Is it not to protect the widow and the orphan? 

Is it not true also that, as a properly con- 
ducted life insurance company is the most se- 
cure of all financial organizations, it is the 
safest and best depository for the savings of 
the people? 

And may not every wife and mother through- 
out the length and breadth of the land know 
that if her husband takes insurance for her 
benefit in a strong company based on scientific 
principles, she will, at the maturity of the con- 
tract, certainly receive promptly and in full the 
amount which the company has agreed to pay? 

But after the widow receives this money, 
and the insurance company is relieved of the 
responsibility of guarding it, what becomes of 
it? Does she invest it, and support herself 
and her children on the income it produces ? 

There are cases where this is the course fol- 
lowed, but most women are experienced spend- 
ers and know little about the difficult business 
of saving and investing money. 

Ts there any remedy for such evils? 

Yes. It is accomplished by means of “‘Life 
Income Insurance.” 

Of all varieties of life insurance, this kind 
is the safest and the best for the protection of 
the family. 

Life income insurance will be the insurance 
of the future. If it is not universally popular 
to-day, it is simply because agents who have 
been in the business for a long time have got 
into so deep a rut that it is hard to jolt them 
out of it. Having established the habit of sell- 
ing insurance of the ordinary kind they find it 
more convenient to stick to old habits, and so 
they continue to offer insurance payable in one 
sum for family protection, whereas that kind 
of insurance ought to be used almost ex- 
clusively for business purposes. . . 

In the beginning, income insurance may be a 
little harder to sell than ordinary insurance. 
But it has many compensating advantages. 

The chief difficulty with the inexperienced 
agent is that to provide an adequate income the 
insurance must be for a liberal amount. But 
that is not a weakness; it is the strength of in- 
come insurance. One of your chief difficulties 
is to convince people that they should take all 


* Published by The Spectator Company. 
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the insurance they need. The man who spends 
$5000 a year on his family may plume himself 
on his prudence and foresight if he applies for 
a policy which will give his wife $5000 in cash 
at his death. But you know that such an amount 
would not, even if invested at a high rate of 
interest, give her permanent support. You can 
induce such a man to take a larger amount 
by offering income insurance. 

There is nothing more valuable for you er 
for your clients than for you to inculcate and 
stimulate the insuring habit. If you can induce 
a man to provide an income of $10 a month as 
a preliminary step in a scheme for gradually 
building up an adequate income for his de- 
pendents, you will be doing admirable work— 
if you follow the case up from time to time 
thereafter. Even where the insurance is merely 
to supplement the earnings of a widow and her 
children, how much safer and better it is to 
have a permanent income of $10 a month than 
a large sum payable all at once, which may be 
wasted in a few months, 

Of course, the best prospects for income in- 
surance are wealthy men, who think a little 
insurance will suffice, but who can be jacked up 
to apply for liberal incomes for wife, daughters 
or other dependents. 

The trust companies are advising bene- 
ficiaries to create trusts of the proceeds of their 
policies. This is sound advice, but those who 
invest in insurance should be shown that the 
simplest and most economical method is to take 
their insurance in the first instance on the in- 
come plan. Then the insurance company will. 
without extra charge, grant the protection and 
render services equivalent to those offered by 
the trust company. 


Reliance Life of Pittsburgh 

Several new high records were made in 
March last by the Reliance Life Insurance 
Company of Pittsburgh. For example, it wrote 
$11,457,072 of new life business, against but 
$5,071,063 in March, 1919; its new accident 
business aggregated $4,907,200—a gain of 
$2,945,900 over March of last year; while its 
new health business reached the sum of $20,614 
of weekly indemnity, whereas the amount writ- 
ten in March of last year was only $8045. 

During the first quarter of this year the gains 
made in paid-for business over the correspond- 
ing period last year were $7,439,117 in life in- 
surance, $4,089,200 in accident insurance, and 
$17,100 (weekly indemnity) in health insurance. 
The great business of the first quarter this year 
brings the business on the books of the Reliance 
Life on March 31 up to these vast sums: Life 
insurance, $150,115,766; accident insurance, 
$52,313,450, and health insurance (weekly in- 
demnity), $162,568. 

The officers and representatives of this pro- 
gressive company are to be congratulated upon 
the fine record made thus far in 1920, which 
promises to he better by far than any previous 
year in the company’s history. 

Next American Life Convention 

The American Life Convention is to be held 

in Kansas City September 22-24. 
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The 


PERFECT 
PROTECTION 
POLICY 


OF THE 


RELIANCE LIFE 


gives you something absolute- 
ly new and different to talk 
to.your prospects. Gives you 
a chance to earn more money 


than you are now making. 


Our Life Insurance Contracts 
contain the most up-to-date 
clauses known to the Insurance 
World. The Accident and 
Health gives full protection 
for at least a third less cost 
than regular casualty com- 
panies. Our agency contracts 


are as liberal as can be made. 


WRITE AND WE WILL TELL 
You More ABouT OURSELVES 


Reliance Life 


Insurance Company 
of Pittsburgh 


Farmers Bank Building 


PITTSBURGH, PENNSYLVANIA 
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Cedar Rapids Life Agency Meeting 
An enthusiastic agency meeting was held at 

the home office of the Cedar Rapids Life In- 

surance Company on April 2. 

The company has adopted recently a new 

rate book and new policies with all modern fea- 
tures, such as special total disability with an- 
nuity and double indemnity benefits. These 
policies were given a fair trial for the month 
of March, and the agency force was called in 
to report how they liked them. In response 
they brought in considerably over $500,000 of 
business, written during the few weeks of the 
campaign. 
' The agency force, consisting of about forty 
men, was welcomed by the president, Major 
C. B. Robbins, followed by the treasurer of the 
company, Lieut.-Gov. Ernest R. Moore, who, 
by the way, is candidate for Governor of the 
State of Iowa, who gave the men a short and 
snappy business talk. The new rate book and 
policies and provisions were then discussed 
with C, B. Svoboda, secretary, and many ques- 
tions asked and answered. 


Pheenix National Life Organized in Arizona 
J. H. O’Reilly, a well-known insurance man 
and promoter of life insurance enterprises in 
the Southwest, has organized a new concern, the 
Phcenix National Life Insurance Company of 
Phoenix, Ariz., an old-line company doing busi- 
ness under the non-participating plan. It has 
an authorized capital of $200,000, more than 
one-half of which has been paid in so far. 

Mr. O’Reilly is the president of the new com- 
pany. He has had more than twenty years’ ex- 
perience in the life insurance business, and pre- 
viously organized the Occidental Life of Albu- 
querque, N. M., and the National Life of the 
Southwest. Shirley Christy, the secretary and 
a former general agent of the Mutual Life in 
Arizona, is the assistant business head of the 
company. 

The other officers include T. M. Quebedeaux, 
vice-president and a prominent banker of Ari- 
zona; John T. Barker, vice-president and a 
nationally-known produce dealer, and Emil 
Ganz, treasurer, and also a banker. The direc- 
tors and advisory board include a list of leading 
bankers and merchants of Arizona cities. 


Continental Life of Kansas City 

The Continental Life of Kansas City, which 
is a consolidation of three Western organiza- 
tions, the Pioneer Life of Kansas City, the 
Globe Life of Salina, and the Continental Life 
of Salt Lake City, in its financial statement, 
December 31, 1919, shows total admitted assets 
of $3,566,304, with surplus to policyholders 
$654,626. In February, 1920, the company re- 
ported an amount in excess of $2,000,000 in 
State deposits for the protection of policy- 
holders. 

The consolidated company under the presi- 
dency of John W. Cooper, formerly president 
of the Pioneer Life, is making rapid strides, 
and already has more than $32,000,000 insur- 


ance in force. 
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WANTED 


to get in touch with Life 
Insurance «Agents and 
General Agentsfor State 
of Illinois by growing, pro- 
gressive Company. 
Liberal contracts with at- 
tractive renewals. 
Providers Life Assurance Co. 
Home Offices 


10 South La Salle Street 
CHICAGO, ILL. 














Life Legislation in Albany 

The New York Assembly has advanced to 
third reading the following, introduced by Mr. 
Gardner : 

Amending section 83, relative to distribution 
of surplus by life insurance companies. 

Amending section 87, relative to the con- 
tingency reserve of domestic life insurance 
companies. Adding new section 34-a, author- 
izing the Superintendent of Insurance to re- 
fund excess payments of taxes, fines or license 
fees to foreign corporations. 

The Senate insurance committee has reported 
favorably the following: 

Amending section 83 of the Insurance Law 
relative to the distribution of surplus by life 
insurance companies. 

Amending section 87 of the Insurance Law 
relative to contingency reserve of domestic life 
insurance companies. 


Record Policy in West Virginia 

An application for $300,000 has _ recently 
been oobtained by J. C. Rardin, general agent 
for the National Life Insurance Company, on 
the life of L. R. Reese, president of the Buffalo 
Thacker Coal Company. The insurance is 
being written to cover a large business transac- 
tion. This policy is stated to be the largest 
ever written in West Virginia. Mr. Rardin 
is State agent for his company, with offices at 
Huntington. 





SANNA 9 eae 
Insurance Sales Letters 


Open the way to real business—create a keen 
realization of the value of adequate insurance and 
prepare the way for a personal call to close the appli 
cation. More than 400 salesmen are using Hull’s 
sales creating letters for life, accident, partnership, 
corporation and fire business. An insurance com- 
pany official writes, “‘Am well pleased with the letters. 
Shall be able to make effective use of them.” Re- 
quest particulars—ask for folder 11A. 


WILLIAM S. HULL Madison, Conn. 
a 
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Pittsburgh, Pa. 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Financial backing on a liberal basis. 
Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 








Manhattan Life Insurance Company 

In honor of President T. E, Lovejoy, of the 
Manhattan Life Insurance Company of New 
York, the month of March was dedicated to 
him by the agency force. The results were 
most satisfactory, the examined business having 
exceeded $3,500,000 for that month, an excess 
of $1,500,000 over the February issues. 

Since January 1 the Manhattan Life has paid 
for $6,000,000 of new business as compared 
with about $2,500,000 for the corresponding 
period of 1919. With its continued low lapse 
rate and a satisfactory mortality experience, 
the Manhattan Life is making substantial ad- 
jitions to its insurance in force. The present 


rate of new issues, if continued during the first 





TWENTY-FOURTH 
ANNUAL STATEMENT 


The Greatest Year in the History of 
the Company 


Insurance paid for and 


revived during 1919... $28,431,949.00 
Increase over 1918.... 10,612,474.00 
Insurance in force...... 84,819,610.00 
Increase...........-- 20,951,895.00 


Total Income.........- 3,574, 134.70 





Syn. 1,142,591.06 
Reserve Value of Policies 7,005,024.68 
IMONPABE ...5. chs casas 1,275,357.28 
Admitted Assets........ 7,982,899.08 
Increase........ 1,161,849.52 


Total amount paid to 
policyholders and ben- 
eficiaries since organ- 
SEMMAON: sos cicccceess 

Amount deposited with 
the State of Iowa for 
the security of all pol- 
icyholders........... 


:3,983,042.72 


7,203,254.92 























half of the year, indicate that the company will 
write its full legal limit before the end of the 
year. 
of new business issued of any month in the 
history of the company. 


J. E. Dunne Leaves hemnneue Field 


It is announced by The Insurance Field that 
James E. Dunne, who had for some time been 
vice-president and was lately elected a director, 
has resigned his connection with that journal. 
Mr. Dunne had been identified with The In- 
surance Field for about ten years, in which 
time he made a reputation as a very successful 
advertising solicitor. Two or three years ago 
Mr. Dunne had a falling out with The Field 
and left its service for a few weeks to go with 
another journal, but shortly afterward yielded 
to arguments and inducements, and went back 
into the service of The Field, where it is un- 
derstood he made a success in the department 
of which he had charge. 

I*rom current reports it is understood that 
he has again had serious disagreements with 
the management of The Iield, which have led 
to The Field and Mr. Dunne breaking business 
relations. Announcement is made that Mr. 
Dunne is maintaining temporary business offices 
in Louisville, and has stated his intention to 
continue in the insurance newspaper business. 


Association of Life Insurance Presidents Has 
Forty-two Members 

The Association of Life Insurance Presi- 
dents, at its April meeting, unanimously voted 
to increase its executive committee from nine to 
eleven elected members. The new members 
elected are Fred A. Howland, president of the 
National Life Insurance Company of Vermont, 
and Darwin P, Kingsley, president of the New 
York Life Insurance Company. This is the first 
increase in the executive committee since I9QIO, 
when the membership consisted of twenty-three 
companies. The association now includes forty- 
two companies. 

New Life Company for Texas 

Preliminary certificate to solicit business, 
but not to write policies, has been granted by 
the Department of Insurance and Banking to 
the Bankers Co-Operative Life Insurance 
Company of Athens, Texas. 
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March was the largest month in point ‘ 
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Southeastern Life Agents Meet Repre- 

sentatives 

The Southeastern Life Insurance Company 
of Greenville, S. C., held a two-day meeting of 
its principal men at Pine Forest Inn, Sommer- 
ville, early this month. 

C. O. Milford, general agent of Greenville, 
S. C., qualified during 1919 as president of the 
Hundred Thousand Dollar Club by paying for 
the greatest amount of business. J. N. Powell 
of Clio, S. C., won the first vice-presidency, 
and F. W. Willis of Florence, S. C., won the 
second vice-presidency. The three leading 
offices in the club depend upon production. The 
secretary is elected annually by the club, and 
W. M. Burney, general agent of Columbia, 
S. C., was re-elected. A trip by members of 
the club to the far-famed Magnolia Gardens 
was a feature of the meeting. 

The Southeastern Life had the largest year 
in 1919 in its history, the net gain in business 
in force being more than for the preceding 
four years. The agency meeting was originally 
called at the home office in January, but had 
to be postponed on account of the influenza 
epidemic. It is expected that agency meetings 
in the future will be confined to those who have 
qualified for membership in the Hundred 
Thousand Dollar Club. The men enthusiastic- 
ally undertook to achieve the six million dollar 
mark before the end of the current year. 

Officials attending the meeting were Presi- 
dent T. O. Lawton, Vice-President and Super- 
intendent of Agents C. W. Estes, Assistant 
Secretary E, E. Harden, and Miss R. L. Bryant, 
treasurer. 


Mayor George R. Lunn Talks to Under- 
writers 

The monthly meeting of the New York Life 
Underwriters Association was held on Tuesday 
evening at the Arkwright Club. Dinner was 
served at 6 P. M., and a large attendance was 
recorded. The chief speaker of the evening 
was George R. Lunn, mayor of Schenectady, 
and a former Congressman. Mayor Lunn, who 
is a very forceful speaker, took as his subject, 
“What Life Insurance Is and What It Does.” 

A special meeting of members only was called 
after the speaking to consider important busi- 
ness. Among other things a long list of new 
members was considered. The membership 
campaign, it is stated, is booming. 





Business Reported More Than 100 Per Cent 
of That of a Year Ago 

The Missouri State Life of St. Louis re- 
ports $12,798,325 written business in March last. 
this comparing with $6,292,930 for March, 1919, 
an increase of 103 per cent. 

March was also a record breaker for the Old 
Colony Life, the written business being $1,295,- 
450, as compared with $554,600 the same month 
last year. During the first quarter of the year 
it wrote $3,412,200 of new business, as against 
$1,719,750 the same period of 1910. 

The North American Life wrote $2,722,000 
last month, as compared with $1,006,000 in 
March of last year. 
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Pan-American Life Convention Held at 
New Orleans 


The annual agency convention of the Pan- 
American Life of New Orleans, held at the 
home office on April 8 and 9, was a lively and 
helpful gathering. The programme embraced 
a number of addresses by officials and others, 
and discussions of topics bearing upon the 
every-day work of the delegates. These ex- 
changes of experiences and methods should be 
productive of increased business during the 
coming year. One feature was a_ general 
agents’ meeting, at which plans for the develop- 
ment of agency work were discussed. There 
were numerous trips, a theater party, a banquet 
and dance, sightseeing tours, etc., for the de- 
lectation of the delegates, and the whole affair 
was a most delightful and profitable one. 


Southern States Life Nearly Doubling Its 
Business 


At the beginning of the year the Southern 
States Life of Atlanta, Ga., set as its goal a 
fifty per cent increase of business over the year 
1919. In January it received applications for 
$1,367,000, as against $788,000 in January of last 
year, and in February $1,800,020, against $772,- 
000 in February of last year. 

In March the record was $2,172,000, compar- 
ing with $1,199,000 for the year I9gI9. 

The business is being evenly distributed in 
the four States in which the company operates, 
i. e., Georgia, Alabama, South Carolina and 
Florida. 
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AUTOMOBILE AND 
MARINE INSURANCE 








To Repeal Insurance Tax 
Repeal of the tax on marine, inland and fire 
insurance is provided for in a bill introduced 
in the House by Representative Edmonds of 
Pennsylvania. Mr. Edmonds’ bill provides for 


* the immediate repeal of sub-section B of section 


503 of the revenue law providing for “a tax 
equivalent to one cent on each dollar or frac- 
tional part thereof of the premium charged 
under each policy of insurance or other instru- 
ment, by whatever name the same is called, 
whereby insurance is made or renewed upon 
property of any description (including rents or 
profits), whether against peril by sea or inland 
waters, or by fire or lightning or other peril.” 
National Marine Exposition 

Many who are engaged in the marine insur- 
ance business will be interested in the displays 
at the National Marine Exposition, which is in 
progress at the Grand Central Palace, New 
York, this week. It embraces exhibits of Am- 
erican shipbuilding, ship operation, marine en- 
gineering, ports and training for sea service, 
ship models, marine paintings, inventions, 
motion pictures, Shipping Board and navy ex- 
hibits, etc. 


Automobile Executives Take Action 
President R. M. Bissell of the Hartford Fire 
recently called a meeting of company execu- 
tives in New York to discuss the automobile 
situation. Heretofore 
company executives 
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Automobile 


have paid too little at- 
tention to the affairs of 
the automobile business. 
Following the meeting 
it is proposed to change 
the constitution of the 
National Automobile 
Conference so that the 
membership will become 


Marine direct. A committee 


was formed for this 
purpose, and they will 
also examine into rates 
and rules of both na- 
tional and local confer- 
‘ences. It is hoped by 
this method to bring 
about a solution of the 
serious difficulties which 
officials realize now ex- 


The IMPORTERS aswel 
and EXPORTERS 
INSURANCE COMPANY Fram coe: to Se 


fire and theft business. 





Theft Legislation 


years in jail is the pen- 
alty provided by a bill 


17 South William St. now before the Massa- 


chusetts Legislature for 
automobile stealing. The 
penalty under the pres- 
ent law is two to five 











years. 
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AUTOMOBILE THEFTS 





A Jolt to the Business of Stealing 
Automobiles 





STOLEN CARS EASILY IDENTIFIED 





Theft Losses Should Be Greatly Reluced by Use 


of New Device 

No one but an insurance man can realize 
what it means to have a system which wouid 
lead to the positive identification of stolen 
automobiles, provided that system was efficient, 
workable and economical. Many devices have 
been put on the market which tend to protect 
the owner, which are more or less practical, but 
which seem to have had little or no check upon 
the operations of the practiced car thief, who 
has invariably found a way to circumvent them. 
In fact, nothing that the most fertile mind has 
put forth up to the present time to prevent a car 
from being moved from a certain point has 
answered the purpose. What has been needed 
was a plan which would identify a stolen car 
beyond any question of doubt- and without the 
necessity and expense of legal proceedings and 
expert witnesses. 

A patent has now been applied for, for a 
device which has stood all of the tests of the 
automobile experts of the New York Automo- 
bile Exchange and Clearing House, Inc., 13 
Park Row, and which, by its simplicity of op- 
eration, the extremely low cost of installation 
and absolute effectiveness, will unquestionably 
demonstrate its value as a means of recovering 
cars which have been stolen. 

Without going into mechanical details, the 
invention provides for the installation in two 
bolts of a car which have been bored to receive 
them of small tubes or capsules which contain 
a complete record of ownership and identifica- 
tion. The apertures are closed by countersunk 
threaded pins and the location concealed by 
paint or any similar substance. The location of 
these bolts is identified by code letters indelibly 
stamped on two important parts of the car. 

What is equally important is the fact that 
investigators standing a distance of fifteen feet 
away from the radiator of a car will be in a 
position to know if that particular car is 
equipped with the car recovery device. The 
code will be in the possession of the insurance 
companies which adopt the system, and the 
agents who do the work which they will be in- 
structed to do will not be acquainted with any 
further details. 

To equip an automobile with this device will 
not cost more than twenty-five cents—a figure 
so nominal as to be scarcely worth considering. 


A Car THert SCHEME AND Its REMEDY 

It is conservatively estimated that about 50 
per cent of cars stolen here are boxed and 
shipped abroad, and the assertion is made with 
confidence that all of these cars can be recov- 
ered providing this device is put. into operation. 
If there were no other results, this in itself 
would be more than enough to warrant the 
adoptien and installation of this system. The 
car thief, who does his work in a systematic 
and efficient manner, and who would minimize 





Fire Insurance 


the risk, knows that in two hours from the time 
he steals a car it can be delivered to the boxing 
plant, boxed and placed aboard a steamship 
The boxing plant time need not 
exceed forty-five minutes. The vessel will have 
reached the ocean by the time the police begin 
to search—if they do search—for stolen prop- 
erty which they, nor no one else, will ever find, 


about to sail. 


for once at sea it is irredeemable. These are 
A well-planned theft of 


this character employs as its cast of characters 


facts, not surmises. 


the irregular financier, the crooked exporter, the 
thief, the innocent forwarding agent, boxing 
concern and steamship charter clerk. To beat 
this system there must be a system equally— 
if not more—efficient. 
which is the subject of this article is intended 
to check the loss of cars so long as those cars 
are equipped with radiators.and have bolts to 
hold them together. Separate code letters for 
each State in the Union are provided for, but 


The car recovery device 


without elaboration that will savor of red tape 
and confusion, the main object being to render 
the device simple and efficient. Insurance me: 
themselves know only too well what a hazard it 
is to insure against automobile thievery; their 
premiums show that they know. But it may be 
they did not know that organized automobile 
thievery had become so systematized, by reason 
of great and quick returns, that it had reached 
the plane of high science and had deeply in- 
terested foreign capital to finance it. They 
know what their tremendous losses have been, 
but they haven't known how to check them. 
They also know that by the adoption of some 
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provea and practical system of identification 
the risks would be so minimized that they would 
warrant the payment of five per cent additional 
fee to the broker, a substantial reduction in pre- 
iniums, the issuance of approximately forty 
per cent more policies, to be offset by a reduc- 
tion in the loss ratio of perhaps fifty per cent. 
So this device would seem to fill the bill, in that 
its effectiveness is not impaired in the least by 
the obliteration or changing of number, the sub- 
stitution of licenses, the rebuilding or changing 
of bodies, or by repainting, while even a junked 
car can be made to give up its story of identi- 
faction and rightful ownership. 


Manufacturers Liability Adopts Safety 
Measures 

The Manufacturers Liability Insurance Com- 
pany recently found itself in trouble because 
of the nature of their policy issued at a re- 
duction of 32% per cent off manual rates to 
members of the Motor Truck Club. 
made the basis of a charge of discrimination, 
whereupon the Manufacturers immediately can- 
celed their old policies and issued new ones in 
their stead, which 


This was 


reduction to any 
truckmen following the rules agreed to by the 
Motor Truck Club. This action removed all 
ground for the complaint made by the Casualty 
Underwriters of Northern New 


gives a 


Association 
Jersey. 
Jesse Spier Returns Home 

Jesse Spier, vice-president and manager of 
the marine department of the Importers and 
Exporters Insurance Company of New York, 
has returned from an extensive trip during 
which he thoroughly covered England, France 
and Scandinavian countries in the interests of 
his company. 


The \utomobile Insurance Company of Hartford 
has taken a booth at the Grand Central Palace, New 
York for National Marine Week, April 12-17. 

—New Jersey special agents held a luncheon at the 
Washington street, 
They were addressed by J. F. Van Riper, secretary to 
the Norwich Union Fire. 


Restaurant, on Broad Monday. 





American Standard Fire of Milwuakee 

The organization of the new American 
Standard Fire Insurance Company of Milwau- 
kee is progressing steadily, among those largely 
interested being Rupert F’. Fry, president of the 
Old Line Life Insurance Company of America; 
E. B. Marshall, president of the Wilbur Stock 
Food Company; E. L. Arnold, president of the 
Tate Printing Company, and Ellis B. Usher, 
advertising and publicity agent. The plan for- 
mulated is to distribute the stock through Wis- 
consin and possibly in some adjoining States, 
and it is expected that it will shortly be possible 
to announce the name of a practical fire under- 
writer who will head the organization. Mr. 
ry intends to continue in his present office 
with the Old Line Life, but will also become 
permanently identified with the American 
Standard Fire if its stockholders so desire. The 
Old Line Life made unprecedented progress last 
year, and its assets now exceed $2,380,000. The 
successful methods applied in the management 
of this company, if used in building up the new 
American Standard, ought to produce most sat- 
isfactory results. 


New Officers for the New York Chapter 

The New York Chapter of the National Fire 
Prevention Association held its annual meeting 
at the Drug and Chemical Club on Monday. 

The nominating committee presented the fol- 
lowing list, which was accepted by unanimous 
ballot: President, J. E. Curtis, secretary of the 
Phoenix and London; 
©. E Brower of the New York Board; execu- 
tive committee, G. FE. Streahan, consulting en- 
gineer, and W. E. Lipstrott of the Safety Fire 
Extinguisher Company. 


secretary-treasurer. 


A. W. Damon Honored 
Alonzo Willard Damon was elected to the 
presidency of the Springfield Fire and Marine 
twenty-five years ago. On April 8 an informal 
reception was held in his office to celebrate the 
event. 
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GETTING INTO TRAINING 


There Is No Preparation for Success to 
Equal Life Insurance Soliciting 


TACKLING A CAPITALIST 


An Office Boy Who Obtained the Trousers He 
Needed Although He Failed to Write 
His Prospect 


Once upon a time there was an office boy in 
a small New York life insurance office. The 
cempany was petty, its office was petty, the 
junior clerk was very thin and puny, and his 
weekly wage was three dollars. After he had 
paid for his monthly ticket back and forth from 
a New Jersey village there was so little left that 
at the end of the month his person held a 
financial vacuum, with that gone feeling which 
most of us have at one time or another ex- 
perienced, 

Instead of being one jump ahead of the 
mythical sheriff he could be said to be always 
tagging the mythical sheriff. Bundles of waste 
paper, sold in Ann street, helped some, but the 
price was but two cents per pound. If an oc- 
casional tip for bringing lunches and cigars had 
not been lavished by the officers the office boy 
would have declared insolvency and turned over 
to the receiver such articles of worn clothing 
as the police would have allowed him to dis- 
pense with, 

One day a mighty idea grabbed the boy. 
The agents of the company appeared to be 
most prosperous; they wore fine raiment, clean 
collars, and actually carried gold watches! 
Undoubtedly this prosperity must be caused by 
some means, doubtless the means must be the 
soliciting of life insurance. 

The shabby junior let the idea simmer some 
time before he managed to gather sand enough 
to tackle his first prospect. 


Into THE DEN 

A relative of the junior clerk was acquainted 
with a most prosperous appearing, and ap- 
parently good-natured man, who had an office 
at the top of the Knox building at the corner 
of Broadway and Fulton street. The gentle- 
man was said to be a capitalist of large wealth 
and interested particularly in some very valu- 
able Pennsylvania oil lands. Here, then, might 
be an applicant for the very whale of a policy. 

Visions of coming wealth in a first commis- 
sion haunted the boy’s slumbers. Perhaps, oh 
dizzying dream, there would be enough so he 
could buy a new pair of trousers! And refer 
to what you will, trousers are the basal desires 
of civilized man. At one end of the gamut are 


trousers; at the other, diamond shirt studs, 
creamed mushrooms and general foolishness. 

It was a hopeful but timorous and blushing 
youth who gave his name to Mr. Silas Sinclair’s 
private secretary and waited for an interview. 
Presently the great man appeared, ruddy of 
face, rotund of person, and attired in business 
purple and fine linen. With a most affable and 
hospitable manner he invited the office boy to 
a chair within what was really a magnificent 
private den. The walls were hung with costly 
prints and paintings; the floor glowed ruddily 
cheerful with beautiful oriental rugs, several 
deep lounging chairs stood here 
leather upholstered. The boy learned later that 
Sinclair was a bachelor, and his office suite was 
his bachelor home, with a bedroom back of the 
splendid private den. 

Awepb Into SILENCE 

The novice solicitor looked around him, awed 
into silence. Who was he to suggest amid 
these princely surroundings the need for life 
insurance? And to this financial chieftain of 
pleasing face and rich attire? 

“What can I do for you, Son?” encouraged a 
booming but particularly friendly voice. The 
visitor was encouraged by the voice but more 
by the atmosphere of the vicinity of Silas Sin- 
clair: an atmosphere of courtesy, kindness and 
sympathy. 

The boy stammered out his errand, Mr. Jonas 
listening as if he were enjoying absorption in 
a wonderful tale told by a masterful story- 
teller. Men of Mr. Jonas’ kind have trained 
themselves so to listen: it is the magic method 
for gaining confidence and friends. 

Then the big voice boomed out, Mr. Jonas 
“Ah, it took a whole wheel- 
To tackle 


smiling indulgently. 
barrow load of sand, didn’t it, Son? 
me for life insurance, I mean?” 
was stammered back. 
“Know all about it, Son. Remember the first 
chap I tried to put my hooks into. He turned 
And pardon me for 
I got 


“Ves: sir.” 


me down—just like that! 
smiling. Of course you couldn't know. 
my real start in life insurance—out West—for 
the old Mutua! Life Insurance Company. It’s 
the finest business training to be found in the 
business world. All of my success—and folks 
call me successful—goes back to soliciting life 
insurance. Nothing like it! That is if a chap 
solicits with all the zeal of his heart. And— 
thank you for calling on me—it’s a compliment 
—hbut I’ve got all the insurance I want, and, be- 
sides, nowadays the doctors wouldn’t take me. 
3ut if any time I can be of any service my 
And if any 


” 


latch string is always to be pulled. 
time you feel low in spirit—or, let us say—— 
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and_ there, 


—here Mr. Silas dropped his voice to a whisper— 
“or happen to be low here, give me a hint, Son!” 
He reached to his pocket, and the whisper sank 
low itself. “Now this afternoon I feel you 
happen to need a tenner,” and a pocketbook was 
pulled out. 

The blushing boy assured Mr. Silas that he 
couldn’t accept what was suggested. But you 
could not hold off Mr. Silas, and the boy was 
compelled to take the “tenner.” He got a new 
pair of trousers and many other needed things. 
Ah, those days of four dollar trousers! The 
“tenner” was paid back, not without vast diffi- 
culty in urging it upon Mr. Silas. And although 
the clerk did not write an app, he gained a 
friend who aided him in many ways. And 
when, long afterward, one morning in the El., 
the clerk stumbled across in his paper the 
obituary notice of the capitalist his eyes were 
very misty. Some men carry under their tickers, 
whether of nickel or gold, hearts of the quality 
of the latter. 


MAGNIFICENT TRAINING 

The capitalist died worth heaps of money, 
and throughout his latter life he always said 
that life insurance soliciting was the basis for 
his success. 

While the writer has been typing the fore- 
going, and thinking of Mr. Silas, he has also 
been reviewing the history of some he remem- 
bers, aside from Mr, Silas. who, beginning as 
life insurance solicitors, have hit the summit 
of success, both in their trade and out of it. 

Let’s see! The president of one of the big- 
gest banking concerns in the world began his 
career as a life insurance solicitor. And he is 
not by any means the only great New York 
banker with the same history. A life insurance 
agent is one of our greatest retired banking 
giants, another in the West is a multi-million- 
aire capitalist, and so it goes. Mr. Silas was 
right. Soliciting life insurance is the finest 
training for a business career a fellow can get 
anywhere. And the joke of it is that while a 
chap is getting this superb training he is in a 
line of work that solely for itself offers splen- 
did opportunities, not only for making a large 
income but for advancement in the life insur- 
ance field. 

Dig through the executive offices of compa- 
nies, small and large, and you will dig out hun- 
dreds of executives who began as solicitors. 
This is particularly true of industrial insurance 
offices. Indeed, unless an executive of an in- 
dustrial company has actually solicited, he lacks 
one great essential for success as an executive. 

To-day in the United States there are a host 
of life insurance solicitors, and there has never 








been a time when soliciting meets with more 
success and when the future was so brilliant for 


the life insurance solicitor. Many of these 
solicitors will become chief executives for the 
companies they serve, many of them will be 
chosen for high positions in commercial life 
away from their profession; many will simply 
advance in prosperity in their own particular 
field. But it can be said that en masse they are 
a selected class, a class who by trade and train- 
ing are qualified as are no others for gaining 
the ear of men and inducing them to follow a 
suggested course of action. 


Why It Is Done 


The reason that impels every right-minded 
man to procure life insurance, is that it covers 
two risks as old as society, as universal as life 
—risks that involve the tenderest bonds of 
human affection and its responsibilities as well 
as the maintenance of self-preservation, and 
which, if not covered, bear heavily upon the 
community. It transmutes a considerable part 
of the money value of human life, in case of 
the premature death of the insured, into funds 
immediately available by his dependents, while 
if he lives out his span, it accumulates a sum of 
money which will help him meet the material 
problems of existence in old age. 

Life insurance, therefore, appeals to the 
noblest impulse of humanity—that impulse which 
leads men to make any sacrifice and undergo 
any hardship in order to provide for the future 
of those dearest to them; it also responds to 
the call of a rational and prudent care for 
themselves. It enables the doing of these 
things, and many more, such as the safeguard- 
ing of business interests and the upholding of 
credit, with so slight an immediate demand 
upon the resources of the assured, that no other 
method of accomplishing them can compare 
with it in feasibility and availability. It is 
unique in that the death of the assured, however 
soon it may occur, releases his estate from all 
obligation while maturing the benefit con- 
tracted for. In every other contract, based 
upon periodical deposits, the obligation to con- 
tinue these payments is shifted upon the 
shoulders of those who had been depending 
upon the activities of the deceased for the ways 
and means of existence, and if they are unable 
to meet them, the benefit contracted for is for- 
feited wholly or in part. 

-A statesman once said, “The past, at least, 
is secure.” Of life insurance it may be said 
that the future, too, is secure, for it performs 
worthily a part in the conservation of civilized 
life which it alone can accomplish, the recog- 
nition of which fact is splendidly attested by its 
constant and massive expansion—John Han- 
cock Field. 


Sun Pays Interest on Claims 

The Sun Life Assurance Society of Great 
sritain features payment of the interest on a 
claim accrued between the date of the death and 
the date of the settlement. At the recent annual 
general meeting of the society, Sir William H. 
Goschen, chairman of the board of directors, 
said: 


The society’s voluntary payment of interest 
from the date of death to the date of settle- 
ment has given great satisfaction to clients 
who, under other circumstances, could not, or 
perhaps would not, always realize that the 
society had every desire to facilitate settlement 
of claims, 
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President Fiske Personally Conducting 
Series of Triennial Conventions 





NEW SUPERINTENDENT IN BOSTON 





Promotion for William A. Sullivan, John M. Lucy, 
John J. Goff, Thomas F. Murphy and 
H. F. Lowman 


President Fiske of the Metropolitan Life 
Insurance Company is holding triennnial con- 
ventions this year. He has been through the 
Southern States, and early in April went to 
the Middle West to hold conventions at Syra- 
cuse, Buffalo, Detroit, Chicago, Milwaukee, St. 
Paul, Omaha and Kansas City, and will close 
this series in St. Louis about April 22. Second 
Vice-President Ayres and Third Vice-Presi- 
dents Kavanagh, Frankel and Cox accompany 
Mr. Fiske. When the series is completed later 
in the year, practically all the field force in the 
United States and Canada will have attended 
one of them. 

Superintendent Lawrence Rooney, who had 
been for more than twenty-five years in the 
service of the Metropolitan, and was one of 
its most efficient superintendents, died recently 
in Boston after a brief illness. Mr. Rooney had 
been in Bangor before going to Boston, and 
was there when the great fire occurred several 
years ago. At that time he made a record for 
himself by his prompt action in the relief of 
policyholders whose homes had been destroyed. 

In filling the vacancy in the Boston district 
several changes have been made. William A. 
Sullivan, who was superintendent of the Yale 
district in New Haven, has been placed in 
charge of the Boston district, and John M. 
Lucy of the Worcester district was transferred 
to the superintendency of the Yale district. 
John J. Goff, who had been at Quinsigamond, 
Mass., succeeded Mr. Lucy in Worcester, while 
John A. Hjelmstrom, superintendent at New- 
port, R. I., was transferred to Quinsigamond. 
Thomas I. Murphy, deputy superintendent at 
Boston, was appointed superintendent at New- 
port, to succeed Mr. Hjelmstrom. 

Harry I. Lowman, who had been a deputy 
superintendent at Toronto East, Canada, has 
been promoted to be superintendent at St. John, 
N. B. Changes in Pennsylvania were Walter 
M. Long from the Allentown district to the 
Trenton district, James A. Wilson from Tren- 
ton to McKeesport, and Michael V. Bresnahan 
from McKeesport to Allegheny. 

The group policy which the Metropolitan re- 
cently placed on the Westinghouse interests will 
cover from seventeen to twenty thousand em- 
ployees. The coverage is in two general classi- 
fications: for eligible employees who contribute 
to the Westinghouse Savings Fund, and for 
those who are not members of that fund. Ex- 
cept for the General Electric group the West- 
inghouse is the largest under any Metropolitan 
group policy. 

Among the Metropolitan leaders in the ordi- 
nary business for the year for the first weeks 
qwere Abraham Dorfman of Girard, Pa.; 
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Gabriel Dunhleman of the South Shore district, 
Chicago, Ill.; C. C. Bitner, of Girard, Pa.; 
C. E. Baughman of Grand Rapids, Mich., and 
Benjamin Liptzin of Jersey City. 

In average paid-for ordinary business up to 
the first of April the leaders were J. A. Blake 
of Cadillac, Mich,; Edwin Bond of Detroit, 
Mich.; Peter Monahan of Wolverine, Mich.; 
J. P. Cleary of South Shore, Ill.; M. J. Reigert 
of Gordon Park, Ohio; David Rudberg of New 
York city; W. C. Martin of St. Clair, Mich., 
and Adolph Bame of Chicago. 

The ten leading staffs in the country in 
amount of industrial increase for the first 
quarter were A, C. Wehmeier of Oakland, IIl.; 
W. F. Monahan, Englewood, Ill.; G. A, Weigel, 
Morrisania, N. Y.; F. D. Berkeley, Bay Ridge, 
N. Y.; J. G. Schwenger, Springfield, Mass.; 
H, G. Sieglitz, Stuyvesant Heights, N. Y.; Ab- 
raham Levy, Manhattan, N. Y.; W. H. Jones, 
De Soto, Tenn.; W. G. Bagley, Providence, 
R. I., and D. G. C. Sinclair, Murray Hill, N. Y. 

The ten leading agents in the country in 
amount of industrial increase for the first quar- 
ter ending March, 1920, were E. E. Hammond, 
Lincoln, Neb.; F. E. Spector, Oakland, IIL; 
Joseph Vexler, Oakland, Ill.; W. A. Pomfrey, 
Bangor, Me.; John Gurrierim, Groveland, III. ; 
Ferdinando Bocchetti, Yonkers, N. Y.; Herman 
Fuchs, Long Acre, N. Y.; Salvatore Cardillo, 
Bath Beach, N. Y.; M. A. Schneider, Falls City, 
Ky., and Vincenzo Fierro, Greenpoint, N. Y, 

The company has begun work on a new 
printing plant in Long Island City. Mr. Mas- 
terman, manager of the printing division, is one 
of the busiest men in the company just now, 
as he has many of the details to attend to. The 
division will occupy the entire second floor of 
the new building, covering 78,000 square feet, 
about 15,000 feet on the first floor and 12,000 
feet in the basement. The company’s printing 
business has almost doubled within a year, and 
the present quarters in the Annex on East 
Twenty-fourth street are entirely inadequate to 
do the business. A 


Pointers for the Live Agent 


Don’t skip a call, no matter how great the 
provocation. The one you pass up as worth- 
less at times pans out far different from what 
you expect. 

*k * * 

You also need plenty of “pep” these days, and 
the best way to acquire it is to taboo the late 
supper, over-indulgence and late parties. 

* * * 

When calling on a prospect for the first time, 
try to say something that will make a good im- 
pression; a wish, a compliment or admiration 
of his home always works. However, it is 
impossible to give a fixed set of rules as to what 
to say and how to say it. 

* * Ok 

Keep good hours so that you may be fresh 
and ready for business next day. Many a sale 
has been lost by a sleepy-eyed salesman. 

* * * 


Do not assume too familiar an air with the 
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person you call upon. Of course be friendly, 
but not over-familiar, as the old saying, 
“Familiarity breeds contempt,” holds doubly 
good in selling goods on the “street.” 

* * * 

Always make it a rule to greet your prospect 
cordially, even if you know the call will not 
produce a sale; thus you pave the way for future 
good will, 

* k * 

Do not air your views too forcibly at any 
stage of the game. Have an opinion, and when 
asked, give it, but don’t force your knowledge 
or air your smartness, and above all don’t 
“knock” a favored make. 

* * & 

Never argue with a prospect, right or wrong. 
If you are wrong you will want to keep mum; 
if in the right, you can afford to say nothing. 
A sale never yet was made by argument. 

x * * 

Let your prospect do some of the talking. 
Inject a pithy word now and then instead of 
clattering away, as the prospect knows “an 
empty drum makes the loudest noise.” 

* * * 


Be careful of your personal appearance. A 
clean-shaven face, spotless linen, and well- 
shined shoes mean much towards creating a 
favorable impression on women buyers. Men 
also expect and note the absence of the same. 

* * * 

Always have your price lists, order forms and 
other tools of your calling handy and in good 
order. Many a prospect has changed their mind 
while a salesman has been fumbling with these 
essentials. 

* * * 

Use good, plain English, also refrain from 
making “smart” remarks, snickering at the 
prospects’ lack of knowledge, etc. 

* * * 

Don’t knock another man’s goods to sell your 
own, for that more times than not results in a 
boomerang. 

* * * 

Try to close by the Golden Rule. You will be 
surprised how easy it is once your mind makes 
the way. 

* * * 

Remember the little words “thank you” have 
a wonderful meaning in the business world of 
to-day ; besides, you are or should be duly grate- 
ful when you make a sale. 

* * * 

Always leave the prospect with a cheery 
“good bye,” even if you have been unsuccessful. 
Your next visit may be more productive. 

xx * * 

Each of the above, taken individually, may 
seem unimportant or inapplicable. Yet can you 
imagine how far an agent would get who 
habitually disregarded every one of these 
counsels ? 


Personality is the real reflection of what you 
are—good acting may be a desirable ability on 
the stage, but the basis of salesmanship is 
honesty. 
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A MAN’S INDIVIDUALITY 





Its Place is High Up in the Catalogue of 
Essentials to Success 





DOMINATES ALL HUMAN PROGRESS 





This Characteristic Is Particularly Valuable in an 

Insurance Man and Should Be Developed 

by Him 

The following is a further instalment of a 
series to be continued in the industrial insur- 
ance section of THe Specrator. Jt is taken 
from “Life Insurance Salesmanship,;’ by T. J. 
Henderson, an acknowledged classic on the sub- 
ject wt treats: 


In the previous instalment we had pointed 
out to us how singularly individual everything 
and every person is. Let us now consider how 
essentially necessary this individuality is and 
what an important part it fills in the catalogue 
of essentials to success. 

Individuality is man’s only identity. 

Any labor you perform is accredited to you 
only as you stamp it with your individuality, 
your particular way of doing it. One orator 
states a fact to you. You retain it and make 
it a part of your storehouse of knowledge, while 
you may have heard the same fact dozens of 
times before and passed it, What caused you to 
accept and retain it at this particular time? 
Merely the individuality of the one expressing 
it The same holds true of authors. As you 
read you are constantly impressed with the in- 
dividuality of the writer, though you may never 
have seen him or heard of him before. 


AGE OF INDIVIDUALISM 


We are in the midst of the largest age of 
individualism this world has ever known. 

Politically, socially and religiously we are in 
an individual epoch-making period. Never be- 
fore has the individual taken so prominent a 
position—a position not to be subordinated to 
State or Church. We are just now witnessing 
the State administrations of individuals, which 
have subordinated almost to annihilation of 
party domination. In the nation we experience 
the President’s administration, rather than a 
party administration. In churches to-day you 
are listening to the individual scholar who is 
daily disentangling his thoughts from among 
the cords of creed and dogma which for years 
have bound and almost strangled individual 
thought and utterance. 

In this age of seemingly daring individual 
growth you see almost daily those who dare 
utter this individualism being tried for heresy. 
But this does not stifle the growth of their in- 
dividuality, nor yet lessen the force of the 
searching truths of their utterance. 

Indiviuality dominates all human progress, 
even to the physical. 

The food you eat does you no good unless 
your digestive and secretive organs work it 
over into your own flesh and blood—in other 
words, stamp your individuality upon it. All 
the knowledge you gather and store up is of no 
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particular value to you unless you work it over 
and digest it mentally, and stamp it with your 
own individuality. In short, you cannot avail 
yourself of the benefit of anything unless you 
regenerate it and bring it forth bearing the 
stamp of your individuality. 

Thus the importance of personality or indi- 
viduality in the work of salesmanship. 


Try Our Your IDEAS 

Do not try to subordinate your own ideas and 
plans to those of others. Instead develop a 
strong individuality. Give range to your ideas 
and plans. Try them. Improve upon them, 
and do not be satisfied with anything short of 
a strong, robust, individual growth. Even 
though you hold the position of an inferior, and 
are supposed to carry out the plans of a su- 
perior, you need not stifle your individuality in 
doing it. 

There is an individuality in obeying as well 
as in commanding. 

In no other vocation to-day does this in- 
dividuality count for so much as in insurance 
salesmanship. Not one person in a thousand 
with whom you deal will know anything of your 
company or its management. Therefore, if any 
business is done it is done with the individual 
salesman. 

Have you ever been canvassed for something 
you really knew to be what you wanted and did 
not buy merely because you were not favor- 
ably impressed with the personality of the 
agent? How often you see one salesman 
abandon a certain field as a failure, and declare 
that no business can be done there, and then 
another salesman follow him with the same 
goods and make a marvelous success of. the 
former’s field of failure. 

Develop individuality. Do not try to imitate 
some successful salesman. Invariably you will 
make a dismal failure. If he has given you any 
good ideas digest them; make them over; stamp 
them with your own individuality and then apply 
them. As a salesman you should endeavor to 
make your personality most pleasing and agree- 
able. 

Allow your individualism to reach out and 
meet your applicant a good half-way. If you 
have a common ground, find it as soon as pos- 
sible and conduct your campaign upon it. 

Success is not in the surrounding elements, 
but in the man—a germ of individuality. 


CoNCENTRATION Comes NEXT 


The modern greenhouse is an instrument for 
concentrating sunbeams. By use of the sun- 
glass a sufficient number of sunbeams can be 
concentrated into so small a space as to cause 
the most intense heat, sufficient to fire any 
ignitable substance or reduce to white heat the 
most solid substances. Our common rain- 
shower is condensed or concentrated vapor. Our 
electrical heating and lighting plants are in- 
struments for concentrating rays of modified 
light. Our ocean steamers, railroad trains and 
factories are all propelled by concentrated 
energy in modified forms. The concentration 
of air-waves produces our sound and light. In 





short, the whole universe is only concentrated 
forces in various forms, such as animal life, 
plant life, ocean, minerals, etc., each of which 
represents different degrees of concentration in 
Nature’s forces, all of which tends to prove 
that there is nothing so tangible but that it is 
susceptible to the forces concentrated upon it, 
and that its individuality or identity can be 
changed if sufficient force is concentrated upon 
it. 

Just so with the human mind. There is no 
one so strong, physically or mentally, but that 
sufficient force can be concentrated upon him to 
mold or change his state of mind relative to a 
certain idea. 

That man does not exist who could not be 
persuaded to buy life insurance could the proper 
forces or influences be concentrated upon hin. 
Thus the effectiveness of concentration of efforts 
in soliciting. 


DivipED Errort DISASTROUS 


“One of the most common causes of failure 
is that too often men do not appreciate the im- 
portance of the task before them—the particular 
job of work right at hand. Instead of con- 
centrating their ability on whatever they are 
given to do they put only part of it on that job 
and the balance on the job they think they 
ought to have. The weakening effect of this 
mental division is usually disastrous.” 

There is always a medium through which 
every man can be reached. There is some one 
who is in close touch with him and whose in- 
fluence is effective. The successful solicitor is 
able to find this medium, and so effectively con- 
centrate forces upon his prospect as to vaporize 
all obstacles. 

There is no fixed rule by which to determine 
the most effective way of attaining this end. 
Much depends upon the vocation and locality of 
the prospect. 

In every community there is some one who 
can act as a medium through which to concen- 
trate forces. The first requisite to a successful 
solicitation is the finding of this medium, then 
to form a combination of forces such that when 
concentrated upon your prospect they will be 
felt. Combine your expert knowledge of in- 
surance with the local influence of some one, 
then concentrate all efforts to this single object 
with such force as to bring the desired results. 

Did you ever wield the axe against a tree 
which resisted every stroke, or force the spade 
into soil that seemed set against all intrusion? 
Your average prospect offers every possible re- 
sistance to your efforts upon the start. And 
how often is he successful in warding off your 
single-handed efforts and in compelling you to 
form a combination of forces and concentrate 
them upon him? 


BANKER A Goop MEDIUM 


Now as to the best method of finding the 
sources through which to concentrate forces. 
As stated, there is no fixed rule for finding 
this source or medium. In some localities the 
banker is the most effective one through which 
to work. This is especially true in the small 
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country town where the rural communities are 
to be reached. 

In addition to being a medium through which 
to reach the prospect the bank furnishes a ready 
place in which to discount notes which must be 
taken from the average farmer in payment of 
first premiums, thus facilitating the work by 
mailing policy to insured and selling notes at 
the bank. 

In conjunction with this you will find that 
team work is more effective than single-handed 
efforts. This again demonstrates the effective- 
ness of concentrated efforts upon the prospect. 
Two minds working in unison and concentrated 
upon a third invariably overcome where too 
often a single-handed and more even combat 
ends in defeat for the solicitor. 

I would say to managers, find a good, mag- 
netic solicitor and closer, and form with him 
and your local solicitors such combinations as 
above mentioned and results are sure to be 
forthcoming. 

Another essential in the concentration of 
forces is a limited territory. Concentrate your 
efforts to a small field. You cannot make too 
thorough a canvass in order to get the most 
effective results. Do not be in a hurry to leave 
a field once you get to soliciting. Plant the 
seeds and give them time to grow, but hoe in- 
cessantly while they are growing. The more 
you hoe the better will be your crop. Your 
prospects must see others buying. More and 
more are the companies parceling out smaller 
pieces of territory and encouraging the in- 
tensity of cultivation. They can see the im- 
provement both in quantity and quality of busi- 
ness being produced. 


SysTEMATIC APPLICATION 


The few thoughts expressed in the foregoing 
pages will prove of avail to you only as they 
may assist you in putting system into your 
work; only as they impress upon your mind this 
one great fact—the only object in storing up 
knowledge is the application that may be made 
of it in our struggle for advancement; in our 
upward climb as we ascend round by round the 
great ladder of human endeavor. 

Keep ever prominent in your mind the fact 
that it is not what you may possess, but what 
you apply in life’s work that avails you any- 
thing. The average clerk, bookkeeper, etc., is 
successful because his employer insists upon 
regular hours of work, system and routine. 

Learn to be your own master and to com- 
mand your own time. Demand a daily account- 
ing of time spent and results obtained. Plan 
your work at least one month in advance and 
hold yourself accountable at the close of each 
day for results. Systematize your application 
of effort. Consider every minute as so many 
cents: every hour as so many dollars invested 
in your business. Reckon the returns on your 
investment, and if they are not adequate deter- 
mine why. 

Learn early the importance of concentration 
of effort. Confine your efforts to a small field. 
Cultivate your prospects as a husbandman cul- 
tivates his cornfield. Humanity is susceptible 
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to the laws of association. Man craves fellow- 
ship. Each applicant written lends an additional 
thread to the great cord of human fellowship 
with which you are binding up perhaps the 
future destiny of this portion of humanity. 

Other things being equal, the salesman who 
sees the greatest number of people sells the most 
insurance. 

You must show your goods and create the 
demand for them. This can only be done by 
going to your prospects. Steady, systematic ap- 
plication, warmed by a cheerful personality and 
moistened by occasional showers of good fel- 
lowship, will temper the winds of adversity and 
create the ideal atmosphere over your field of 
labor and produce the conditions for an abund- 
ant crop. 

Take away with you this one dominating 
thought—that it was only through constant and 
systematic application that all great achieve- 
ments in life were won. That in proportion as 
we delve and apply our effort we will attain 
success in this the greatest of vocations—life 
insurance salesmanship. 


ON MAKING FRIENDS 


Life Agent Has the Chance of Constantly 
Adding to His List 


A. T. Werkhoff, president of the Lafayette 
Life of Indiana, writing on the subject of 
“Making Friends,” says: 


l'riends are one of the largest assets we can 
possibly have; friends who at once mention our 
names when an occupation or business is men- 
tioned by others; friends who will point to us 
as men in whom confidence and trust can be 
placed at all times. Such friendship can only 
be made and held through personal service and 
sacrifice on our part by eliminating selfishness 
entirely. The day of understanding the sin- 
cerity of real friendship has come, and we 
should all make a sensible and sincere effort 
toward making friends. The true foundation 
of friendship should originate in the home, for 
home is father, mother, sister, brother, son and 
daughter. 

Let us be friends to the children, for by gain- 
ing their confidence they will keep and treasure 
it as one of their best possessions, Let us make 
friends of our neighbors. We will find them 
good fellows, and they as well as we appreciate 
a kindly word and a hearty handclasp. Let us 
be friends with our business associates, whether 
they be employers or employees, for we are all 
human beings, and the expression of friendship 
always brings an atmosphere of happiness in 
the region of the heart. Let us remember that 
a smile is an asset, while a frown is a liability. 

A rare opportunity is given us in our chosen 
field of life insurance underwriting to cultivate 
friendship in all walks of life, In our daily 
contact with strangers a field is opened to us to 
make innumerable and lasting friends. The 
message we have to deliver cannot help but 
appeal to those who have builded upon the 
foundation of friendship and love in their 
homes, and by such delivery a new friend is 
added to our circle. It is like an endless chain, 
and it should not only be our pleasure, but we 
should consider it a duty to forget new links in 
that chain of friendship every day. Robert Louis 
Stevenson has well said: “So long as we love 
we serve: so long as we are loved by others I 
would almost say we are indispensable, and no 
man is useless while he has a friend.” 
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TRANSACTIONS OF LIFE INSURANCE COMPANIES OF THE UNITED STATES IN 1919 
The figures presented herewith have been supplied officially to The Spectator Company by the life insurance companies named for the year 1919. The figures for 1918 
are inserted for purposes of comparison. 
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American National Assurance, St, Louis, Mo... 1919 61,756 
1918 638,388 
Berkshire Life, Pittsfield, Mass 1919 27,178,636 


© 


35 ,045 52,400 51,109 4,943,406 
270,445 66,602 1 stat 75 3,058,007 
1, 4,907,979 2,639,874 3,614,367 18,459,285 
1918 26,533,017 7 B 4,444,473 2,639,354 3,390,313 10,258,748 
Boston Mutual, Boston, Mass 1919 4,053,833 "930, 112 ,156,855 1,354,595 424,662 899,655 5,940,739 8 
1918 3,557,284 141,397 tf 046, 290 1,258,926 i 9 996,57 5,412,931 24,764,45 
California State Life, Sacramento, Cal 1919 3,513,562 664,188 935,854 1,244,357 3 3: 641,661 8,411,352 30,329,945 
1918 2,924,007 638,646 777,005 1,007,665 y } 570,06 6,544,002 25,603,497 
Central Life Assurance of U. S., Des Moines, Ia. 1919 7 982 899 756,060 2,753,539 3,203,138 5 28,219,031 84,777,274 20,909,569 
1918 ,821,050 653,577 2,036,568 2,424,974 é 2 23,27 17,727,162 63,867,715 10,639,099 
Central Life Ins. Co., Ottawa, III vous 20N8 2,870,126 449,100 884,492 1,051,195 § ¢ 5 214, 28,021,491 
1918 2,327,449 385,899 702,159 851,314 y § E \ 21,448,984 
Central Life Ins. Co., Fort Scott, Kan 1919 783,288 74,308 251,305 289,111 19,¢ § 56,198 7,025,963 
1918 681,939 80,532 188,538 222,703 763 2" 5,213,023 
Central States Life, Crawfordsville, Ind 1919 291,905 110,929 84,469 120,925 8 of 2 2,831,429 
1918 244,538 94, ini 53,644 64,724 7,7 E 972 2,016,042 
Central States Life, St. Louis, Mo 1919 2,754,243 1,291,324 1,443,878 03! 1,180,058 16,737,107 45,751,777 
1918 2,273,569 934,433 1,054,336 844,533 9,839,024 34,501,662 
Colonial Life, Jersey City, N. 1919 4,474,918 3! 1,798,038 2,024,097 7,977 1,446,359 15,193,026 49,962,070 
1918 3,904,053 272 ,966,245 1,915,923 787,867 1,545,903 14,067,823 44,187,545 
Columbia Life, Cincinnati, i 1919 1,738,922 45 5 365,52 482,009 134,891 261,421 2,404,041 12,341,331 
1918 1,523,292 i 2 33 399,245 148,112 258,574 1,640,396 11,228,259 
Columbian National, Boston, Mass............ 1919 16,860,159 4,161,635 1,326,532 2,651,752 31,811,358 114,987,312 22,561,722 
1918 15,194,862 3,544,538 1,264,795 2,290,633 17,907,653 92,425,590 10,365,739 
Commonwealth Life, Louisville, Ky 1919 2,511,258 52 1,134,229 339,824 846,150 12,585,406 36,042,869 7,020,837 
1918 2,190,930 5 547 929,170 365,299 788,222 9,334,230 29,022,032 4,266,394 
Commonwealth Life, Omaha, Neb 1919 1,695,964 9,45 207 1,066,968 205,450 663,319 11,287,176 29,647,502 7,800,797 
1918 a 55,925 694,357 766,451 156,419 505,771 8,077,185 21,846,705 3,591,765 
Connecticut General, Hartford, Conn 1919 7,596,769 2,411,096 6,602,656 7,965,664 2,838,265 4,846,060 85,901,231 265,643,470 89,789,649 
1918 23,358,594 1,628,419 4,853,626 6,076,739 2,587,960 3,888,048 50,745,230 175,853,821 
Connecticut Mutual, Hartford, Conn 1919 85,849,770 5,311,643 10,174,694 14,520,694 8,492,052 11,096,461 63,747,041 331,280,555 
1918 82,381,485 5,175,504 9,120,646 13,306,201 8,650,178 10,779,564 32,003,096 285,121,434 
Cotton States, Memphis, Tenn 1919 449,864 263,351 200,922 279,613 33,328 204,764 4,448,051 6,143,754 
- 1918 341,840 209,115 152,724 210,155 31,689 175,244 3,215,842 4,269,566 
Des Moines Life and Annuity, Des Moines, Ia. 1919 770,016 658,086 286,009 348,590 12,816 310,760 6,888,933 8,587,233 
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1918 705,709 675,000 page 167,026 2,685 111,982 1,631,753 2 ,164,750 
Equitable Life, Washington, D. C 1919 1,101,303 135,189 734,551 144,138 481,065 7,105,438 18,268,025 
1918 871,766 121,099 583,100 192,625 455,662 5,441,268 14,575,594 
Eureka Life, Baltimore, Md 1919 837,341 173,901 555,953 124,310 385,005 5,196,105 13,274,016 
1918 653,592 468,156 186,184 417,228 4,191,232 10,225,526 
Fidelity Mutual, Philadelphia, 1919 39,199,500 8,706,270 4,002,626 5,759,395 34,895,405 173,092,356 
1918 37,246,448 7,512,140 4274, 006 5,885,211 19,566,470 149,295,550 
First National-Northwestern, Pierre, S. 1919 487,890 184,598 380,002 12,470,897 
1918 383,760 35,082 284,062 f 9,861,721 
Franklin Life, Springfield, Ill 1919 10,688,860 1,298,100 3,132,589 1,041,091 2,062,359 f ¢ 92,109,284 ; 
1918 9,574,533 1,277,685 E 2,509,670 933,915 1,631,023 5, 2% 70,586, main 8, 249, 550 
Gem City Life, Dayton, Ohio 1919 297,404 109,307 96,575 115,361 20,733 70,176 95, 2, 673,430 
1918 243,793 101,433 83,643 9,942 43,977 597,195 2.576,086 144,957 
George Washington Life, Charleston, W. Va.... 1919 1,986,576 304,522 452,51: 614,427 165,287 364,111 g 
1918 1,902,743 292,027 382,88 483,662 153,960 320,960 
Girard Life, Philadelphia, Pa... ccc. scale vccdes 1919 1,953,107 754,491 421, 514,593 140,292 314,214 
1918 1,749,805 500,207 348,062 437,840 178,080 304,861 2,151,143 
Grange Life Assurance, Lansing, Mich........ 1919 732,113 390,135 243,361 288,890 22.434 142,930 2,787,215 
1918 584.254 366,538 4,445 213,347 24,809 102,598 1,642,497 
Great American, Hutchinson, 1919 279,081 209,940 140,011 162,490 23,207 159,145 2,800,022 
1918 261,751 232,821 73,983 9,95 9,702 102,194 1,812,250 ,135,750 525 
Great Northern, Grand Forks, N. D 1919 478,394 181,366 150,106 5,672 35,838 98,549 1 534,798 4,927,5 :? "189. 121 
1918 402,431 177,140 108,896 33,893 32,882 84,345 1,070,350 3,738,427 433,651 
Great Northern, Wausau, Wis 1919 1,216,152 212,350 314,040 379,268 134,620 243,168 1,899,359 11,024,908 1,038,058 
1918 1,072,976 218,535 é ‘ 326,086 140,749 241,126 1,817,146 9°986,850 750,984 
Great Republic Life, Los Angeles, Cz 1919 1,283,141 582,28 266 124,896 318,125 3,228,093 10,990,608 1,894,580 
1918 i. 107.33 77,728 35 887 396.663 95,502 285,280 1,905,341 9,096,028 33,126 
Great Southern Life. Birmingham, / 1919 934,408 260,883 258,885 322,195 84,735 205,807 2,255,500 7,401,369 1,660,125 
1918 814,456 252,944 94,85 266,447 114, 590 200,965 1,433,275 5,741,244 629,575 
Great Southern Life, Dallas, Tex 1919 8,995,940 786,506 2,373.65 3,228,672 794,8 1,925,450 19,549,892 5,126,967 9,320,423 
1918 8,586,676 753,234 ,874,3:% 4,002,211 7 3 1,932,067 37,981,807 26,773,854 
Gaaranty Exfe, Davenport, fas... e0ccesinecsews 1919 1,120,019 121,801 389,5 437,884 108, 514 263,320 3,653,975 y ‘82 "33 2,547,365 
1918 920.301 112,394 318,457 386,771 107,708 244,451 2,666,286 »273,966 1,168,437 
Guardian Life, New York, N. 1919 58,215,529 5,082,284 7,812,672 11,526,840 6,649,678 9,034,458 37,467,654 200,179,021 20,910,552 
1918 56,106,721 4,992,485 6,945,957 9,820,783 6,437,871 8,508,085 24,657,919 179,268,469 10. 000,855 
Guardian Life; Madison, Wis. <..0:0.<0ceccss000 1919 984.608 156,106 354,961 401,150 76,597 208,828 3,727, 591 11,663,690 3,133,091 
1918 783,899 157,729 251,995 290,332 5,6: 150,922 1,591,278 8,530,599 928.071 
Gulf Coast Life, Gulfport, Misa... 0650s. scces 1919 362,744 188,359 144,027 164,366 553 109,949 2,465,805 5,320,125 2,090,673 
1918 302,750 180,489 96,201 123,066 27,45 101,442 1,550,876 3,229,452 1,101,456 
Home Life and Accident, Fordyce, Ark 1919 1,490,513 359,627 270,261 340,382 60,200 225,732 2,758,133 8,765,315 1,178,818 
1918 1,230,079 362,729 233,427 240,870 86,719 188,548 3,107,180 fi ,497 1,430,595 
Home Life, Philadelphia, Pa 1919 1,600,264 269,784 844,319 991,559 419,105 877,791 8,188,112 854,996 4,019,739 
1918 ,925,032 188,423 479,909 599,469 184,075 412,325 6,156,028 »276,057 1,000,534 
Idaho State Life, Boise, Idaho 1919 »305,2: 221,292 616,405 743,660 * 187,208 474,541 8,089,972 26,775 4,950,715 
1918 2 83 206,311 479,909 599, 464 184,075 412,325 6,156,028 b 1,000,534 
Illinois Life, Chicago, III 1919 94 2,270,256 3,287,503 4,098,793 1,782,992 3,039,851 29,579,091 107,042, 16,998,099 
1918 ‘ 5 1,900,674 2 7,848 3,971,5% 1,798,072 2,793,486 16,018,671 90,043,985 4,945,366 
Indianapolis Life, Indianapolis, Ind 1919 ,719,§ 101,350 558,47 : 141,874 380,292 5,791,862 19,906,394 4,565,678 
1918 362,027 25,271 50,9: 93% 182,713 358,160 3,360,236 15,340,716 1,872,196 
Inter-Mountain Life, Salt Lake City, U 1919 838.675 174,618 362,2¢ 34,338 2: 289,004 3,897,511 10,524,000 2,464,571 
1918 689,193 154,607 289,07 é 107,474 247,204 2,684,786 8,059,429 698,187 
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WRITTEN BUSINESS 
Life, March, 1920 - - - ‘ - “$11,457,072.00 








“Wee -~ = «= « 5,07 1,063.00 
GAIN - - $ 6,386,009.00 

Accident, March, 1920 - - - “$ 4,907,200.00 
“ " 1919 - - - - 1,961,300.00 
GAIN - $ 2945,900.00 


Health (Weekly Indemnity), March, 1920 *“$ 20,614.50 
7 . 7 ‘. 1919 8,045.00 


GAIN - - $ 12,569.50 








PAID BUSINESS—-FIRST THREE MONTHS, 1920 


Life - - - - . - - $16, 140,115.00 
Accident - - - : - - 7,952,000.00 
Health (Weekly Indemnity) - . 32,380.00 
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PAID BUSINESS 


Life, March, 1920 _ * « $6,665,449.00 
‘ . ea = = * » 3,557,039.00 








GAIN - - $3, 108,410.00 

Accident, March, 1920_ - - - “$3, 172,600.00 
sa m 1919 - - - - 1,646,000.00 
GAIN- - $1,526,600.00 


Health (Weekly Indemnity), March, 1920 “$ 12,802.00 
. ’ 7 . 1919 6,724.50 


GAIN - : $ 6,077.50 








GAIN FOR THREE MONTHS 


a »«» «© « & Be ee $ 7,439,117.00 
Accident - ~ - - : - 4,089,200.00 
Health (Weekly Indemnity) - - 17,100.00 





1 FORE, MARCH 3ist, 1920 


- | -  - — $150,115,766.00 
— 52,313,450.00 
mnity -  - 162,567.75 
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NEW EDITION 


Inheritance Taxation 


A Talking Proposition 
for Life Insurance 


A second edition of Gleason & Otis on Inheritance Taxation 
has just been published, treating of the Inheritance Tax Law, 
State and Federal, under six topics as follows: 


1. The nature of the tax and the constitutional 
principals that limit and control its imposition. 

2. The different transfers taxable, viz., by will, 
interstate law, gift in comtemplation of death, 
life insurance, etc. 
The parties and their interests, residence of the 
decedent, relationship of the beneficiaries, ex- 
emptions, life estates, remainders, mortuary ta- 
bles and calculations of the value of life interests. 
The property transferred and the problems aris- 
ing out of its situs and valuation. 
Procedure, necessarily confined to the New York 
practice, though it is largely followed in other 
States, and authorities from those States are 
cited where applicable. 
General resume of the status and an extended 
discussion of the provisions of the Federal and 
New York acts. 

There was quite a wide sale of the first edition af this book 
published in 1917, and among insurance men it attracted much 
attention and numerous copies were sold. 

The new edition is a modern, complete and exhaustive 
treatise on the problems arising from graded inheritance tax- 
ation rates, non-resident estates and conflicting jurisdictions, 
with the revised statutes of the several States and the latest 
Federal Act. 


Life Insurance and Inheritance Taxation 


Insurance of the inheritance tax provides a means for paying 
the tax due on any estate without sacrificing any part of the 
estate by a forced sale in an unfavorable market. To that 
extent insurance of the inheritance tax assists the Government 
and State authorities in collecting the tax due promptly. 

Therefore Life Insurance and Inheritance Taxation is prov- 
ing a very vital question with Insurance Agents, and this new 
edition of Gleason & Otis on Inheritance Taxation ought to 
have a large sale in the insurance field, for the following reasons: 


No State but Tennessee taxes life insurance when 
payable direct to the beneficiary and not to the estate. 

The Federal statute of 1919 taxes insurance poli- 
cies aggregating more than $40,000 as part of the 
estate, although payable direct toa beneficiary. This 
provision is of doubtful constitutionality. 

The increase of inheritance taxation, both State 
and Federal, makes it advisable to create a sinking 
fund through life insurance for the payment of such 
taxes in order to preserve intact the securities of an 
estate. 

Every estate of $50,000 must pay a Federal tax and 
every estate must pay a tax in the State of domicile, 
except in South Carolina, Alabama and Florida, and 
the District of Columbia. In addition to this, nearly 
every State taxes the transfers of stock in domestic 
corporations held by non-resident decedents. 

These facts and many others of interest to life insurance agents 
and investors appear in the new edition of Gleason & Otis on 
Inheritance Taxation. This is the only work on the subject 
published in five years and contains all the statutes, both State 
and Federal. 

The special chapter on life insurance, page 157 of the new 
edition, reviews the authorities in the several States on the 
subject of life insurance as related to Inheritance Taxation. 


One volume, 1205 pages, bound in Buckram 
Price per copy, $10.00 
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TWENTY=NINTH ANNUAL EDITION 


THE HANDY GUIDE 


TO 
PREMIUM RATES, APPLICATIONS AND POLICIES 


HE HANDY GUIDE has for over a quarter of a 
century been recognized as the standard work 
on premium rates, applications and policies of 

American life insurance companies. 

It has stood the test of time and bears the highest 
possible reputation for completeness and accuracy. 
To the active agent The Handy Guide is an indis- 
pensable part of his canvassing ou tfit. 

Hundreds of testimonials have been received testi- 
fying to its worth and many of them lay special em- 
phasis on the value of having at hand complete 
copies of the leading policy forms of the several 
companies. 

With the full text of the policy before one there 
can be no question of the exact facts, such as is possi- 
ble where only deductions are made, or condensations 
of the policy conditions given. 

The Handy Guide for 1920 will contain data relating 
to about 175 life insurance companies of the North 
American continent. That number embraces all the 
leading companies actively competing for business. 
The data is fully up to date and has the official sanction 
of the companies listed. 

Premium Rates are shown in great variety, in- 
cluding the several forms of life, endowment and term 
contracts, together with numerous special forms. 
All ages given in the companies rate books are in- 
cluded. 

Surrender Values occupy a large number of 
pages in the book, showing for all ages and for a 
series of years the loan and cash values, paid-up 
policies and extended insurance. This section pre- 
sents more data than can be found anywhere else. 

Policy forms are given in their entirety without 
eliminating any part thereof, so that the user of the 
book can quote the actual phraseology without 
depending upon some other person’s interpretation 
of the several clauses in the modern policy contract. 

The Handy Guide is self-indexing, all data 
relating to one company being brought together. 
This feature makes the work of incalculable value for 
prompt and ready reference. 

Companies should see that their agents are supplied 
with this standard publication in order that they may 
be fully posted concerning the plans of their com- 
petitors. 

The Handy Guide for 1920 will contain over 1400 
pages of reliable data concerning life insurance brought 
fully up to date. 


Orders for this book should be sent in at once. 


Liberal discounts in quantities. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
{NSURANCE EXCHANGE NEW YORK 
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ASSET OF PERSONALITY 


Individuality in the Life Underwriter is 
of Inestimable Value 


TESTS INTELLECTUAL FACULTIES 


A Business Which Improves and Develops the 
Mental Qualities—The Joy of Remembering 


The following is a further instalment of a 
series appearing in the Industrial Section of 
THE Specrator. /t is taken from an ecxcel- 
lent little book entitled “Plain Reasons,’ by 
Charles Warren Pickell, the well-known writer 
in life insurance subjects. 

How about one’s own personality, his indi- 
viduality ? Does this business stimulate growth, 
or is it dwarfing? Does it provide a larger field 
of opportunity with an ever-widening vision or 
force one into contracted quarters, where his 
soul is compelled to “revel in a peck measure” ? 
Does it call for pronounced ability, for the use 
of latent talents, for the kindling of the fire of 
genius and for the application of temperamental 
qualities? Will it soften stubborn wills and 
strengthen weak ones? Is there reason to ex- 
pect intellectual exercise until the many facul- 
ties of the mind are developed? And the sensi- 
bilities—the affections—in this atmosphere, will 
they bud and bloom or shrivel and die? En- 
gaging in this business is one barred from 
financial, social and fraternal association until 
he feels himself an Ishmaelite, or is he received 
into the inner circles, made the confidant of 
men mighty in thought and achievement and 
wealth, and honored by his fellow citizens with 
positions of trust and great responsibility ? 

These questions are very important to one 
about to choose an occupation, and they are 
well worthy of a more exhaustive analysis than 
all other questions or considerations affecting 
his life. Remember, please: 

One must reckon with his own conscience, 

One should have a praiseworthy ambition. 

One should find joy in achieving great things. 

One should love to do good to his fellow men. 

With these before use we can truthfully say 
there is no room in this great business for mean, 
unscrupulous, tricky individuals, whose chief 
business is to hoodwink customers while they 
sell them gold bricks. A few such men living 
by their wits alone (they have no moral char- 
acter) are abroad in the land, either out on 
parole or not caught yet; but, thank God, only 
a few ever entered the life insurance business, 
and those who did were kicked out of it long 
ago. If some still remain there is no room for 
them. Neither is there room in this great busi- 
ness for the man with five senses, but none of 
them in use, with brains partially braised (look 
up the word), or the man whose vocabulary con- 
sists of a hundred words, which mean the same 
whichever way they are used and many of them 
threadbare. The intellectual faculties of the 
life underwriter are put to severest tests. The 
business itself transcends all others in its de- 
mands for real ability. 


Apitity 1s Never Too WIsE 
T have used the words “real ability” advisedly, 
and it is my purpose now to elaborate this idea 
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—in a limited way, of course. Dear reader, you 
know what I mean by able men or men possess- 
ing real ability, for they are not found in one 
profession or business, but scattered through- 
out the land, attracting attention everywhere, 
being head and shoulders above their fellows, 
as King Saul was of old. Whatever their call- 
ing in life, they do it well, and believe in a 
square deal. They are learners in the school 
of life, and are never too wise. The use of the 
talents God has given them keeps such talents 
bright. Real ability does not consist entirely 
of intellectual development, for that would 
make a man one-sided, nor does it consist in the 
highest exercise of the will in performing duties, 
even though the will is one’s very self, and gives 
a person the ability to determine for himself; 
nor does it rest altogether in the sensibilities, 
the affections of the heart—those finer qualities 
of human nature that beautify and uplift a man. 
No. Real ability consists in the unifying of 
all those elements that go to make up person- 
ality. In this business the brainy man, attract- 
ing attention because of his great intellect; the 
willful man, unbending as a rod of steel, and the 
sickly-sentimental man, whose life consists in 
simply following his emotions, cannot succeed. 
There must be uniformity of growth and well- 
related development in order to exemplify the 
idea of real ability. Don’t get scared—this isn’t 
a treatise on philosophy. The writer is not lost 
—just soaring a little. Come down to earth, 
now, and let’s consider a few of the mental 
qualities improved and developed by engaging in 
the business of life underwriting. 


TAKE MEeMorRY FOR EXAMPLE 


Perhaps you have been all your life com- 
plaining of your memory—it is so faulty, so 
unreliable, so treacherous. When a mere lad 
in school your teacher endeavored to train it by 
one device and another, but at its very best you 
found it deficient. Once you paid $1.50 for 
Professor Buncombe’s ten lessons “How Never 
to Forget,” guaranteed to give you a memory 
that would never fail—so you could memorize 
a book at one reading—so you could instantly 
remember speeches, lectures, plays, music—so 
you could learn foreign languages quickly and 
remember them permanently; and you awoke, 
after the first lesson, to realize that “A fool and 
his money are soon parted.” Everyone knows 
there is no mental faculty more useful or more 
delightful than the power to recall or recollect 
or recognize—all of which are functions of 
memory. To have at hand events, dates, names, 
figures, results, comparisons, is a very valuable 
asset, even though they may be arranged by a 
card index; but how much more valuable is the 
ability to recall them exactly and when needed! 
Emerson beautifully says, ‘Memory is not a 
pocket, but a living instructor, with a prophetic 
sense of the values which he guards—a guardian 
angel set there within you to record your life, 
and, by recording, to animate you to uplift it.” 
One finds little difficulty in remembering the 
pleasant thirigs that enter his life or those that 
appeal to his selfishness out of which he makes 
his living, from which he puts aside his savings 


23 


or his profits; and it is because of this very 
principle that life underwriting demands a tre- 
mendous exercise of memory. 

The successful underwriter must remember. 
If he forgets, he loses; he must not forget. 
There are faces, dates, relations in business, 
circumstances, things said, rates, ages, forms of 
contracts and features therein, data about all 
companies, methods of work, and so on ad 
libitum, that must not be forgotten. Thoreau 
said: “Of what significance are the things you 
can forget? A little thought is sexton to all the 
world.” 

So well trained must his memory become that 
he can readily assist his prospect to recall some- 
thing of great value to him in a business way, 
thus putting him under obligations and making 
it easy to insure him. If he had a poor mem- 
ory when he entered the business, constant ex- 
ercise of it torces him to correct bad habits of 
long standing, and to charge this splendid 
faculty with dynamic power, so that he has at 
his tongue’s end every detail necessary to get 
applications without carrying around with him 
a gripful of books, pamphlets, comparisons and 
other aids. His memory is as capable of devel- 
opment through its natural exercises as the 
muscles of his body through gymnastics ap- 
propriate to them. 


Greetincs THaT Spett Fatture 

For him to greet a prospect with such state- 
ments as follow spells failure: 

“Let’s see, I just forget where I met you. 
Oh, yes, thank you!” 

“IT cannot recall what our policy says about 
loans, but I will look it up for you.” 

“I forget what I said to you, Mr. B 
last time I was here. 
men policy?” 

Do you wonder such a man would fail? “TI 
forgot” will be the weakest link in the chain 
that binds you to your success. “I don’t re- 
member” is no apology for failure. The Persian 
says: “A real singer will never forget the song 
he- has once learned.” A wandering mind can 
be cured. The mental discipline you need to 
develop your memory will come if you exercise 
it in this great business as you ought to; and 
I may truthfully say that there is no other oc- 
cupation in the whole wide world which will 
sharpen your memory more keenly, develop it 
more largely and make it a better servant more 
quickly than the business of life underwriting. 

The great underwriters known throughout the 
insurance world have been men of deep thought 
—“As deep as the thought, so great is the at- 
traction.” If you want a good memory, think 
hard, think deep, think long; the cause of most 
poor memories is shallow thought. You must be 
a hard task master and compel your memory to 
actually possess what you do not want to for- 
get. Health, good company, training by repeti- 
tion, trusting the memory rather than pencil 
memoranda, repeated tests by reviews of a 
day’s, a week’s or a month’s work in detail, and 
a hundred other suitable exercises, will give the 
mind of the life underwriter such a grasp that 
it does not let go. “This the bulldog bite; you 
must cut off the head to loosen the teeth.” 


, the 
Did I send you a speci- 
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NOW READY 


HOW TO SELL INSURANCE 


A Practical Guide For The Life Insurance Salesman 


A New Book By William Alexander 





This is a companion to What Life Insurance Is and What It Does, written at the 
suggestion and sold under the auspices of The National Association of Life Underwriters 
and published by The Spectator Company more than two years ago. The former work, 
a& a primer for laymen and students, dealt with the underlying principles of life insur- 
ance. 

a HOW TO SELL INSURANCE 


As its name implies, is devoted to the art of canvassing. 


Its pages are devoted exclusively to constructive teachings of the fundamentals of life insurance 
salesmanship. 


Inspiring for the veteran field man. 
Expressed so simply that the beginner may learn— 


HOW TO SELL INSURANCE 





















Is the best treatise ever written and published on Life Insurance soliciting. 


’ THE AUTHOR, WILLIAM ALEXANDER, for over a quarter of a century has directed field work, 
instructed new agents and written lessons of inspiration to spur on experienced men to even better 
work. Infact, he has been in the closest touch with Practical Insurance Producers. 


During more than a quarter of a century, he has steadily addressed the agents of his company, 
through its periodicals, and otherwise, on the best methods to pursue to obtain business. 


_ As a PRACTICAL TEACHER of Insurance Selling, he is perhaps better qualified than any other 
insurance man to write a work on the art of insurance canvassing. 


_His long experience as a teacher and writer, being the author of several text and field books, and 
his personal contact with expert salesmen, especially qualify him to write such a work as if 


HOW TO SELL INSURANCE 


A Practical Guide For Life Insurance Salesmen 





















.This new book, handsomely printed and substantially bound in cloth, will be of the ..- 
same dimensions and contain about the same number of pages as What Life Insurance COMPANY 
Is and What It Does. 135 William St. 

Price, $2.00 per copy. NEW YORK 

Orders for How To SELL INSURANCE will be filled when published according Please send me 

to the priority of their receipt. Liberal discounts in quantities. = =§ MY ttre eee copies of 
HOW TO SELL 
PUBLISHED BY INSURANCE 





for which I agree to pay 
$2.00 per copy 


THE SPECTATOR COMPANY 


Chicago Office 135 William Street 
Insurance Exchange NEW YORK 
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WITH THE PRUDENTIAL 





Paterson, N. J., Agent Celebrates Thir- 
tieth Year Under Same Company’s 
Banner 





McKEESPORT MAN GETS TO CLASS D 





Syracuse Agent Averages Nearly $5000 a Week in 
Ordinary—Promotions Announced 


The Prudential forces throughout the country 
are putting in a lot of hard, solid, unosten- 
tatious work, as the following paragraphs, 
taken from the reports to the company, will 
indicate : 

Assistant W. P. Kistler of Charleroi, Pa., 
inspected Agent M. Miller’s debit for one week 
recently and collected 179 per cent for the week. 
The arrears were reduced to a very low figure, 
and a substantial improvement shown in the 
advance payments. Ninety-four industrial ap- 
plications were written and large advance pay- 
ments collected. There were also seven ordi- 
nary applications obtained. 

Assistant Superintendent Wilbert A. Tyler 
of the Detroit No. 1 district is leading the com- 
pany in industrial net increase. There is also 
an excellent account condition in the assistancy. 

The Syracuse district should be proud of 
Agent Stanley J. Brzezinski, who has been 
credited with an ordinary issue of substantial 
proportions each week this year, averaging 
nearly $5000. His industrial record or his debit 
has not suffered in the least due to his efforts 
along ordinary lines, the arrears being a little 
over ten per cent, advance payments over 200 
per cent, and industrial writings are well above 
the average. 

W. T. Turner and G. D. Hill, assistant super- 
intendents in the Wilmington, Del., district, re- 
cently entered Class “A” of the Prudential Old 
Guard. 

The members of the Connellsville, Pa., staff, 
McKeesport district, held a business meeting 
and dinner at the Arlington hotel in that city 
last month in honor of the twentieth anniversary 
of Agent A. M. Montgomery. Superintendent 
P. F. Airhart had the pleasure of presenting 
to Mr. Montgomery the diamond locket and 
certificate of Class “D” of the Prudential Old 
Guard. 

George A. Parliman of the Paterson, N. J., 
district celebrated last month his thirtieth year 
of faithful service with the company, and was 
regularly enrolled as a member of Class “F,” 
Prudential Old Guard. 

Superintendent H. R. Kendall and the Louis- 
ville staff enjoy the distinction of holding the 
premier position among the leaders in ordinary 
net issue thus far for 1920. This district also 
leads all others in the country in number of 
group insurance sales this year. 

Throughout the Canadian division during the 
last two months there has been much in evi- 
dence a zeal for conservation, which has re- 
sulted in greatly improved account division. 

Among individual agents who deserve par- 
ticular mention in this respect are Perry L. 
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Lindzy and Michael J. Coburn of Windsor, 
Charles A. Gray, Orville Flewell and John W. 
Starr of Hamilton, Arthur Moffatt of Peter- 
boro, Arthur E. Burgess of Toronto 2, Patrick 
J. McGee of Toronto 3, Arthur Hazlewood of 
Guelph, William J. Swinburne of Stratford, 
and Albert Morin, Ludger Pare, Joseph Poirier 
and Arthur Begin of Quebec. 

The following have been advanced recently 
to the position of assistant superintendent: 
Russell W, Harrison, Harry L. Morris of 
Portland, Ore.; William E. Duane of San 
Diego, Cal., and Dennis L. Lamar and Esson 
G. Moyer of Salt Lake City, Utah. 

G. E. Cory, agent at Columbus, Ohio, who 
achieved sixth place on the Prudential’s indus- 
trial list for 1919, writes as follows on the 
subject of getting prospects: 


Most of my prospects are obtained from the 
policyholders on my debit while making collec- 
tions, and I work this plan systematically at 
every house where I call to collect by request- 
ing the names of people whom my policyholders 
believe I can insure. By repeating this in- 
quiry each time I call, I have an abundance of 
prospects on hand, supplied and recommended 
by my satisfied policyholders, which means 
quality business and a low lapse rate. 

When a family fails to furnish me with 
prospects, I ask them what is wrong, and then 
they willingly tell me about some of their family 
or their friends who have been talking about 
life insurance. 

When I find a family on my debit who are 
difficult to close I get some of their neighbors 
who are policyholders of mine to call upon them 
and tell them about their own insurance. I 
obtained this plan from a successful superin- 
tendent and it has proved a fine business-getter, 

The name Prudential is our best introduction 
in soliciting and writing insurance, and in most 
cases will get us a respectful hearing. 

If we make the calls and show the people 
that Prudential policies are a good thing, and 
that each member of the family should have one, 
there is no reason why we should not produce 
a goodly amount of new industrial and ordinary 
business each week. 

I am a Prudential agent and try to impress 
upon the people that I sell life insurance and 
sell a lot of it. 

“Interview” is the big word in our business. 
I make calls during the day, during the even- 
ing and whenever I can obtain an interview to 
explain a policy regardless of what the hour 
may be. Plenty of calls produces the business 
for me. 

A debit properly cared for and systematically 
handled will prove to be an ever-increasing 
source of production and insures a successful 
agency record as time progresses. 


W. G. Bagley Honored 


A dinner was given in Providence, R. L., last 
week by M, A. T. C. Fiske, superintendent of 
agencies of the Metropolitan Life Insurance 
Company, in honor of Superintendent W. G. 
Bagley of the Providence district and staff for 
having led the New England territory in the 
industrial production, and Superintendent John 
A. Hjelmstrom of the Newport district for lead- 
ing the New England district in the ordinary 
department. The chairmen of the various super- 
intendents’ associations throughout New Eng- 
land were the guests. 
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JOHN HANCOCK NOTES 





New Superintendent at Allentow,—New 
Agency Inaugurated at Auburn 





“AGENCY SERVICE” A NEW BULLETIN 





Meriden Staff Moves Into Permanent Quarters— 
Hancock Man President of Lowell 
Underwriters 


Completely recovered from the illness that 
necessitated a postponement of his induction 
in office on January 19, Winfield S. Lowden- 
slager was inaugurated as superintendent of 
the John Hancock Life’s Allentown district last 
month. Home Office Inspector Edgar C. West, 
Jr., was in charge of the ceremonies. 

The Meriden agency, under Superintendent 
Shirley, moved into permanent quarters at the 
corner of Colony and Main streets, Meriden, 
during March. A housewarming was _ held, 
with Superintendents Shiel of New Britain, 
Spencer of Bridgeport, Carr of Waterbury, and 
Home Office Inspector Weatherby to assist in 
the celebration. 

The three assistants and twelve agents of 
the Meriden staff did $100,000 ordinary and 
$100 weekly premium business in the first nine 
weeks of the year. 

The new bulletin of the Worcester agency is 
called “Agency Service,” and in the first issue 
presents combined results for the first two 
months of the year. The increase during these 
months amounted to $325,500. Superintendent 
Baker says he is looking for bigger gains yet. 

The Framingham staff observed, with a get- 
together luncheon and a special drive for new 
business, the recent anniversary of Agent Louis 
Carnini’s thirteen years’ service in the Milford 
office. Mr, Carnini is the leader in production 
of a live staff of agents. 

The new Auburn agency, with John H. 
Maclean as its first superintendent, was 
launched in March 19, Mr. Messenger, super- 
visor of agencies sponsoring the inauguration, 
Superintendent Warren of Syracuse aiding. 

Leading the foremost weekly premium in- 
crease producers among assistant superintend- 
ents for March are N. Muscovitz, Brooklyn I; 
C. H. R. Spinney, Malden II; J. Kaplan, New 
York II; M. J. Conway, Holyoke; B. Marder, 
Brooklyn III; D. F. Lynch, Holyoke; D. 
Nushzo, Brooklyn IV; T. D. Heenan, Long 
Island City; M. Kahn, Brooklyn III; P. J. 
Boyle, Long Island City. 

The first ten agents for March in weekly 
premium increase are J, Harris, Holyoke; 
W. T. Reams, Malden; C. A. Keans, Boston; 
H. C. Rode, Long Island City; M. Rubin, 
Brooklyn II; L. Berco, Brooklyn III; K, 
Zaborsky, Long Island City; J. Cipullo, Water- 
bury; A. Himmelreich, Holyoke; P. Moran, 
Holyoke. 

Timothy F. Toohey, superintendent of Chi- 
cago III, rounded out a quarter century of ser- 
vice with the John Hancock Mutual Life last 
month, and celebrated the anniversary with the 
full staff of the four districts that have been 





formed from the one Chicago district that he 
started his insurance career in early in 1895. 
Vice-President Eaton, Superintendent of 
Agencies Brock, Vice-President Crocker, Dr. 
Haines, assistant medical director, and Mr. 
Messenger, supervisor of agencies, were among 
the leaders of the John Hancock family who 
commemorated the occasion with Mr. Toohey 
in the main dining hall of the Hotel LaSalle, 
Chicago. 

The finance committee of the John Hancock 
adopted a minute recording its sense of loss 
at the death of William C. Whyte, Texas loan 
agent of the company, reference being made 
particularly to the high standing of the loan 
agency in Texas during his twenty-one years’ 
service, and to the complete lack of litigation 
in that State. Mr. Whyte was born in Dun- 
fermline, Scotland, sixty-four years ago, and, 
after nineteen years’ service in the local branch 
of the British Linen Bank, he came to the 
United States in 1889, and was for ten years 
in the employ of British farm-mortgage com- 
panies in the South. 

George H. Spillane, superintendent in Lowell, 
was elected president of the new Lowell Life 
Underwriters Association at its first meeting, 
in March. 

The following promotions and changes were 
announced by the company at the beginning of 
the current month: 

James Proudfoot, from agent to assistant 
superintendent, Roxbury. 


Patrick J, Feeney, from agent to assistant 
superintendent, New York No. 5. 
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James G. Martin, from agent to assistant 
superintendent, Cambridge. 

James F. O’Malley, from agent to assistant 
superintendent, Schenectady. 

Howard D. Fowler, from agent to assistant 
superintendent, Baltimore. 

Daniel V. Lent, from agent at Syracuse to 
assistant superintendent at Auburn. 

Michael J. Hilliard, from assistant at Balti- 
more to assistant at Allentown, Bethlehem dis- 
trict. 

Charles E. Page, from agent at Rochester to 
assistant superintendent at Auburn. 

Stanley M. Wick, from agent at Long Island 
City to assistant superintendent at Newark. 

Isidore C., Greenblatt, from agent at New 
York No. 2 to assistant superintendent at 
Auburn. 

George H. Jensen, from assistant to claim 
adjuster and application inspector at Newark. 

Francis E. Hanhauser, from agent at New 
York No. 1 to assistant at large at Allentown. 

Marguerite Foley, from clerk at Syracuse to 
cashier at Auburn. 

Fred Jockers, from agent to application in- 
spector at New York No. 3. 

John J. Rogers, from agent to application in- 
spector at Detroit. 

George E. Potts, from agent to assistant 
superintendent at Cincinnati No. 2. 

John A. Rusnock, from agent to assistant 
superintendent at Allentown. 


Maps His Results 


“Had you heard I’ve become a map maker?” 
said a $200,000 man to a brother salesman the 
other day. , 

“Map maker! What do you mean?” 

“T mean I’ve struck a fresh idea by which to 
prod myself into going a little faster gait every 


Thursday 


month as to my production. The first of every 
month in two minutes with my pencil I draw 
on the back of a sheet of paper a rough outline 
of my territory. All through the month, every 
time I sell a policy I put a little cross with red 
ink on about the part of the map answering to 
the location of the buyer. 

“Thus at the end of the month I have before 
me a very vivid showing of how many people I’ve 
written and in about what part of my territory. 
At the end of the month I spread the maps of 
former months before me and compare the last 
one made with the others. This gives me two 
important showings at a glance. One is whether 
I did less or more business the last month than 
in former months. The other is the part of 
my territory I am working most and the part 
I am neglecting more or less. 

“It takes practically no time at all and really 
proves a spur to me.”—Jnternational Lifeman. 


The greatest selling talk of all is Matthew 
v., Vi, and vii., and the concluding remarks of 
the narrator are these: “And he taught them 
as one having authority and not as the scribes.” 
Most salesmen can afford to study the selling 
talk as well as the comment of the narrator. 


Talk to the prospect in the language he un- 
derstands. If you talk about “premiums” he 
may think you are talking about trading stamps, 
tobacco tags, soap wrappers or what not; but 
he can’t misunderstand the word “deposit.” 

















out Illinois. 


Our System: 
All ages taken from date of birth. 


Benefits: 


residents of Chicago and surrounding towns. 


Premiums: 


weeks of this year. 
Supt. from the time he starts. 


ance companies in the U. S. for some years. 
months. 


Increase in Assets 


and work for the Globe. Apply, 


431 S. Dearborn St., 





HE Globe wants Reliable Life agents with experience ip ordinary and 

industrial insurance of good record in Chicago, Chicago Heights, 

Joliet, Aurora, Elgin, Waukegan and intervening towns and through- 

The population of Chicago and surrounding towns and cities is 3,000,000, 

within the ‘‘forty mile limit” reached by and through suburban transpor- 

tation, practically all one city, gives unequaled facilities to transact business, 
particularly in ‘‘Paying Claims on Sight”’ in the industrial branch. 


Can handle men who can write ordinary business. 


All policies pay for death and total and permanent disability benefit. 
8,000 death, total and permanent disability and other cash benefits paid on 


Can be paid weekly, monthly, quarterly, half yearly and yearly. 
*“‘Claims Paid on Sight.” 


Contracts given with or without lapses being charged. 3 
contract an ex-Asst. Supt. of another company earned $4,000 the first 30 


Under the Globe system an experienced representative can become a 


Progress of the Globe is five times greater than the average of life insure 
This year for the first six 


Increase in Premium Income...20 Per Cent 
.....30 Per Cent 


If you are a progressive industrial life insurance man come to Chicago 


Globe Mutual Life Ins. Co. 


Chicago, III. 


T. F. Barry, Sec. and Gen’l Mgr. 





THE EUREKA LIFE INSURAN€E COMPANY 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOHN C. MAGINNIS, President 
JOS. H. LEISHEAR, Jr., Sec’y & Treas. 


JOSH. N. WARFIELD, Jr., Vice-President 
J. HOWARD IGLEHART, Medical Director 
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GRAND RAPIDS LABEL CO. 


SHOWING ELABORATE DISP VA 





























UBLICATIONS OF C, & E. LAYTON. | 


_.,. The undersigned are sole agents in the United States for the old established 
publishing house of Charles & Edwin Layton of London, E 
publications on fire, life, marine and other branches of insurance embrace the most 
valuable and standard treatises on these subjects. 

SEND TEN CENT STAMP FOR CATALOGUE. 
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NEW YORK SURVEYS 

The Late G. W. Babb’s Gift to the Insur- 
ance Society.—At the meeting of the execu- 
tive committee of the Insurance Society last 
week, a notification was presented from the 
estate to the effect that this gift, which has 
been referred to before, was for the sum 
of $5000. This is a very handsome gift for 
the purpose in view. It way 
for Mr. Babb to interest in 
the cause of insurance education. 








was a fine 


express his 


Aircraft Insurance Rates.—The rates now 
quoted for aircraft insurance puts the busi- 
ness in the war risk class, although now it 
After all, both 
aircraft riding and aircraft insurance may 
be classed among the luxuries of the pres- 
ent time, 


is a peace-time business. 


Collective Bargaining.—lIt 
some people, but it ought not to surprise 
any one in close touch with the clerical 
situation, that the opinion is held by many 
that collective bargaining by staff em- 
ployees is not far in the distance. This 
will be brought about, of course, largely 
by the dearth of employees in search of 
employment in whatever line of work they 
may have started. com- 
paratively easy to replace employees who 


may surprise 


It has been so 


hereto- 
that many people do not realize the 
scarcity of help of this kind. They are 
facing the problem now, and it would be 
well to advance to meet it and not 
until it arrives. 


have left for one cause or another 
fore 


wait 


Fire Marks.—There ought to be in New 
York city some fire marks, although 
scarcely any at all have ever come to the 
surface. Surely some of the raters of the 
survey must know of such marks, and it 
would be a fine thing if the two or three 
at the Insurance Library could be added to. 
Who will donate the first one? 

The Week’s Lectures.—On Monday the 
12th inst., Robert I. Watson delivered his 
second and last talk on Correspondence 
before the Junior Class. On Tuesday, Wil- 
liam Leslie of the State Insurance Depart- 
ment delivered his third and last talk, the 
subject being State Supervision of Work- 
men’s Compensation Insurance. For Thurs- 
day, the 15th inst., the first conference to 
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American Standard 


mobile insurance. 


licity, all of Milwaukee. 





Announcement 


Fire Insurance Company, 
Wisconsin, in process of organization, capital half a million, 
surplus one million two hundred thousand. 
specialize and confine its operations at present to fire and auto- 
It will contemplate reinsurance also. 
quarters, 706 First Wisconsin National Bank Building. 
of those interested are Rupert F. Fry, President of The Old Line 
Life Insurance Company of America; E. B. Marshall, President 
Wilbur Stock Food Company; E. 
Printing Company, and Ellis B. Usher, Advertising and Pub- 


Milwaukee, 
The Company will 
Head- 


Some 


L. Arnold, President Tate 








assist the students in preparing for the 
This 


examinations is a 


examination was scheduled. feature 


of conference for new 
one introduced this year. There probably 
will be four of these conferences for each 
of the Junior and Intermediate’ Fire 
Courses. 

Rates on General Merchandise Stores.— 
\Vhen we entered the war some three years 
ago and shipments immediately became 
more or less delayed, there developed enor- 
mous demands for storage properties which 
brought into the market a large number of 
buildings which could not be classified for 
listed 


mediately used for general warehouses. In- 


storage stores but which were im- 


asmuch as it was always problematical what 


would be stored in these warehouses the 
rates had to correspond with the unknown 
It was a class of property that 


deal of 


condition. 


occasioned a great discussion as 
to the rate and a number of attempts were 


The 


property is 


lower rates. recent 
fire in the South 


cient to justify the system of rating which 


made to secure 


street suft- 
was adopted. It merely emphasizes the old 
rule that where a large privilege is desired 


the rate must be large also. 


A New Bulletin on Communications.—— 
The publication this week of Bulletin No. 
61 by the New Yorx Fire Insurance [x- 
change, which replaces four other bulletins, 


namely, Nos. 10, 11, 18 and 22, is a distinct 
advance in the treatment of the subject of 
communications. The aim of this bulletin, 
of course, is to fix the standard so that it 
may be readily determined whether a risk 
is subject to a separate or a joint rating 
with another. 
different cases that it has not been an easy 
problem, but its final setting forth in Bul- 
letin No. 61 brings all the matter up to date 
and, perhaps, 


The conditions vary so in 


makes it as clean-cut as it 
can be in a territory as highly complex as 


this is. 


CHICAGO AND THE WEST 


Fire Agencies Organize Life Depart- 
ments.—The members of the Life Insurance 
Field Club of Chicago are getting 
worked up over the 
ing activities of the large fire and casualty 


Mens 
considerably increas- 
insurance agencies in establishing life in- 
surance They claim that 
there are many high-grade men among the 
life agents who are very close to prominent 


departments. 


business men and financiers, whose life in- 
surance they handle, and who can get con- 
trol of their fire and casualty lines just as 
easily as the fire agencies pick up life in- 
lines. They believe that the two 
ought to be kept 
forced to take action along such lines, ow- 


surance 


lines separate, but if 


ing to increasing competition, they promise 


REINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, Secretary and Gen’! Mgr. 
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to make the game a lively one. The field 
men are preparing to ask the managers to 
take the question up with the presidents of 
their companies. 


Chicago Board Holds Quarterly Meeting. 
—At the quarterly meeting of the Chicago 
Board of Underwriters held last week, the 
following were elected members of the ex- 
ecutive committee: H. G. Buswell, C. S. 
Pellet, and F. Y. Coffin. A. A. Burdick was 
elected a member of the patrol committee, 
succeeding Wm, Lyman. 

Westchester Moves to Fisher Building.— 
The Western Department Office of the 
Westchester Fire, which for over thirty 
years has been located in the Royal Build- 
ing on Jackson Boulevard, will be moved 
April 16 to the Fisher Building, corner of 
Dearborn and Van Buren Streets. 

Changes in Connecticut Farm Department. 

Illinois Special Agent George C. Hauss- 
man has been appointed special agent for the 
Recording Department in the same territory, 
succeeding J. B. Richards, who has been 
promoted to assistant manager of the West- 
ern Farm department. 

H. M. Greenberg Resigns.—H. M. Green- 
berg has resigned as special agent of the 
Northwestern National in Illinois, to go 
with the National Liberty in the same field. 
Mr. Greenberg succeeds Mr. Madison F. 
Welsh, who takes charge of the new avia- 
tion department of the National Liberty at 
Chicago. 

Conservation in the West.—Complaint is 
general in the West that many fire insur- 
ance companies do not take sufficient inter- 
est in the conservation campaign. When it 
was first launched they were quite enthusi- 
but now that the war is over and busi- 
ness is booming and the supply of field men 
is short, many companies are preferring that 
the men should attend to their company 
work instead of making inspections for the 
general benefit. It is probable that this 
matter will be considered at the meeting 
of the National Board. 


BOSTON AND VICINITY 

Receiver for Mutual Fire Company.—A 
temporary receiver, Joseph Michelman, was 
appointed last ouch for the Metropolitan 
Mutual Fire Insurance Company of Boston, 
on application of Insurance Commissioner 
Clarence W. Hobbs, Jr. A hearing will be 
held in the Suffolk County Court, April 20, 
to determine whether a permanent receiver 
shall be appointed and whether an injunc- 
tion shall be granted as asked by the In- 
surance Commissioner. 


astic, 


The company was 
organized only four years ago. 

Office Quarters.— Many Boston offices are 
faced with a serious problem in the abso- 
lute dearth of office accommodations near 
the insurance district. Since the failure of 
the Board to go through with the Insurance 
3uilding project nearly a 
been thrown on 


Exchange 
of local firms 


score 
their 
own resources to secure office space before 
their present leases expire, 


have 


their buildings 





THE SPECTATOR 


having been sold for purposes other than 
insurance occupation. It is every one for 
himself, members of the dispossessed firms 
say, and each is now giving anxious con- 
sideration to the possibility of getting a 
new location near enough to Kilby Street 
to prevent his business from suffering from 
the enforced removal. 

To Penalize Fire Lighters—Fire Chief 
John Tewkesbury of Winthrop has initiated 
a new penalizing system to make persons 
responsible for fires lighted in the open 
without permits pay for the fire fighting 
costs. He served a bill for $5 upon a resi- 
dent of Winthrop on Saturday who had al- 
lowed a fire to get beyond his control so that 
the department had to be called to prevent 
its spreading tc houses. He figured his bill 
at $1 an hour for each fireman employed. 

OBrion, Russell & Co. Entertained.— 
Members of the firm and department heads of 
Russell & Co. were guests of Bayard 
of the firm, at the National 
Mechanics 


OBrion, 
Tuckerman, Jr., 
Amateur Boxing Tournament at 
Building, and at dinner at the Winter Palace 
hotel last week. 

Gasoline and Volatile Oil Risks. 
nent danger from gasoline and volatile oils 
Boston caused State Fire 


-~[mmi- 


in the sewers 





Thursday 


Marshal George C. Neal to issue an order 
to all garages in the Metropolitan District, 
last week, that no gasoline should be used 
for any purpose other than runing cars and 
that no gasoline should be allowed to escape 
to the District 
owners 


sewer. The Metropolitan 


Commission will order all garage 
to install traps to catch waste gasoline and 
prevent its The actual 
gasoline explosions in the sewers 


grow more serious as the flow 


reaching sewers. 
peril from 
is said to 
space in the 
In 1914 an ex- 
gasoline killed seven men at a 


of waters grows less and air 
pipes permits vaporization. 
plosion of 
sewerage pumping station in East Boston, 
and it is a similar calamity 
partment of Public 
Commission 


which the De- 
Safety and the District 
are co-operating to prevent. 


Rogers Agency Changes Hands.—The 
Edward F. Rogers agency at Lee, Mass., 
has been purchased by Clarence N. Durant, 
special agent of the Commercial Union of 
England. The office represents fourteen mu- 
tuals and a dozen leading stock companies. A 
new field representative for western Massa- 
chusetts is to be selected shortly by the 
Commercial Union, which has several can- 


didates under consideration. 
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NATIONAL UNION 


Fire insurance Co. 





(PENNSYLVANIA STANDARD) 
JANUARY 1, 1920 


Cash Capital * ‘ 


Surplus to Policyholders 


Agents writing Fire, Tornado, Rent, 
Business Interruption, Leasehold, 
Profit. Sprinkler Leakage, Explosion 
and Riot Insurance, also Automobiles 
against Fire, Theft, Collision and Prop- | 
erty Damage, find the NATIONAL | 
UNION a valuable acquisition. | 
ful service and surprisingly good facil- 
ities are accorded as a matter of course. 
For enterprising agents it is a good 
Company by every test that counts. 
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Explosion Conference Revises Rates 

A revised schedule of rates has been issued 
by the Explosion Conference for riot and civil 
commotion, full war cover and single explo- 
sion risks, an average reduction of nearly 25 
per cent. being shown. The much simplified 
method of rating, upon a new form, will be 
welcomed by brokers’ agents and _ property 
owners alike. The conference has also made a 
number of changes which provide extension of 
the cover furnished. Riot and civil commo- 
tion policies are to be written so as to include 
inherent explosion hazards of the insured. 
The cancellation clause has been amended by 
providing for a 30-day notice after the first 
go days. This acts to protect the assured 
in times of special stress. Rates for use-and 








JOHN C. BARDWELL CHAS. L. HECOX 
Prest. Sec’y and Treas. 





THE LIBERTY FIRE 
INSURANCE CO. 


Capital and Surplus 
$450,000.00 


W. K. Sease, General Agent, Columbia, S. C- 
Hornberger, Schmitt & Co., Gen- Agts-, San Antonio, Tex. 


Title Guaranty Bldg. St.Louis, Mo. 
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occupancy insurance are also much reduced in 
the cases where the establishment is used for 
mercantile purposes only. These new rates 
become effective on business written after 
April 1. 

New York Fire Legislation 

The New York State Assembly has advanced 
to third reading a bill introduced by Mr. 
Gardner, amending section 124 relative to pub- 
lication of notice of intention of extending the 
corporate existence of fire insurance corpora- 
tions and relative to their examination at such 
time. 

Assemblyman Simpson has introduced a bill, 
adding new section 68, Insurance Law, pro- 
hibiting any corporation or officer thereof from 
requiring a borrower, upon mortgage, to 
negotiate an insurance policy on the mortgage 
property, through a particular broker or at- 
tempt to divert to any particular broker the 
patronage of borrowers, or refuse to accept 
policy because it was not negotiated through a 
particular broker. 

The Senate insurance committee has re- 
ported favorably these bills, and they have heen 
advanced to third reading : 

Senator Towner’s, amending section 305 of 
the Insurance Law relative to the admission 
of Lloyds and _ inter-insurance associations 
domiciled in other States. 

Senator Towner’s, amending section 302 of 
the Insurance Law relative to Lloyds and inter- 
insurers licensed under section 301. 

Senator Towner’s, amending sections 110 and 
150 of the Insurance Law by extending the 
powers of fire and marine insurance corpora- 
tions. 

Senator Walker's bill permitting the London 
and Liverpool and Globe Insurance Company, 
Ltd., to apply to the State Tax Commission for 
revision and readjustment of taxes against it, 
under section 187 of the tax law, based on the 
report for 1917, has been passed by the Senate. 

Pan-American Fire of Des Moines 

The new Pan-American Fire of Des Moines 
held a get-together banquet at the Savery hotel, 
Des Moines, at which forty-five prominent in- 
surance men from Iowa, Illinois, South Dakota 
and Nebraska talked over this new $500,000 in- 
stitution. State Senator J. R. Frailey of Fort 
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Madison was toastmaster. Speakers included 
State Insurance Commissioner Arthur Savage, 
former Commissioner John L. Bleakly, W. L. 
Taylor of Davenport, Ralph Bolton, secretary 
of the Greater Des Moines committee; State 
lire Marshal J. A. Tracy, George W. Egan of 
Sioux Falls. The speakers emphasized the need 
of more fire insurance companies, especially 
those having ample surplus to take immediate 
care of the large volume of business. 

J. W. Warnshuis, formerly prominent in the 
Iowa field, is identified with the new company 
and is enthusiastic over its prospects. 

The American National Fire Insurance Company 
of Columbus, Ohio, has entered New York State, and 
has appointed Charles E. Wickham general agent for 
the metropolitan territory. 





THE SUPERIOR 
FIRE INSURANCE CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 
EDWARD HEER, Sec’y & Treas. 





Why not make room in your 
agency for a conservatively-man- 
aged, medium-sized American 
Company whose indemnity, treat- 
ment of agents and assured, will 
bear inspection for nearly half a 


century ? 


Capital............ $500,000.00 

Surplus to Policy 
Holders......... $981,011.90 

pee $2,644,765.88 














INCORPORATED 1911 


CITY 


INCORPORATED 1870. 


INCORPORATED 1851. 








NORTH BRANCH FIRE 


CAPITAL $500,000. 


OF PENNA., PITTSBURGH 


NET SURPLUS $68,381.07. 


PITTSBURGH, PA. 


INSURANCE 
COMPANY, 


CAPITAL $250,000. 


PITTSBURGH FIRE 


CAPITAL $200,000 


INSURANCE 
COMPANY, 








INSURANCE 
COMPANY, 


SUNBURY, PA. 


NET SURPLUS $160,473.14, 


NET SURPLUS $116,057.35 


ASSETS $1,392,556.14 


ASSETS $660,328.77 


ASSETS $644,677.62 , 























Casualty, Surety, Etc. 


USE AND OCCUPANCY 


This Class of Insurance is Also Known as 
Business Interruption Indemnity 


A letter addressed to brokers by Second Vice- 
President James J. Hoey, of the Continental 
Insurance Company of New York, reads in part 
as follows: 

There is no class of insurance so essential 
or necessary to successful business, and to 
which so little attention is paid by insurance 
brokers, as use and occupancy insurance. 

This insurance indemnifies an assured against 
the loss of net profit plus legitimate necessary 
expenses during the period of total or partial 
suspension of business due to a fire. 


Example: A manufacturing concern had 
a gross income of $100,000, or after de- 
ducting all expenses a net profit of $40,000 
per annum. A fire occurred and the fac- 
tory was totally destroyed. It took one 
year to rebuild the factory and get back to 
normal production. The concern stood to 
lose not only the annual net profit of 
$40,000,. but also expenses such as taxes 
and the salaries of officers, superintendents 
and other employees whose services it was 
necessary to retain in order that the busi- 
ness could be continued successfully when 
the factory was rebuilt. This expense 
amounted to $20,000, so that the total loss 
sustained was $60,000. If a use and occu- 
pancy policy had been in force on a basis 
of $200 per day for three hundred days, the 
assured would have been fully indemnified 
by the insurance company. 


All use and occupancy policies must be 
written on a basis of at least three hundred 
days with a per diem amount stipulated. The 
standard form approved by the New York Fire 
Insurance Exchange is printed in full on the 
reverse side of this letter. The rate is the con- 
tents rate, less 334% per cent. 

Every progressive, up-to-date business con- 
cern will carry use and occupancy insurance if 
the facts are properly presented by the insur- 
ance brokers. 


Earle C. Smith, Inc., Represents Central 
National Fire 


Earle C. Smith, Inc., of New York, has been 
appointed by Kosmak-Mellinger Company, Inc., 
State manager for New York and New Jersey 
for the Central National Fire of Des Moines, 
Ia. This connection gives the Kosmak-Mel- 
linger companies the benefit of the service of 
Wilbur Schellen, who will be managing under- 
writer of the Port of New York Fire and Ma- 
rine Insurance Company, which was recently 
organized by Earle C. Smith, Inc., with $400,- 
000 capital and $200,000 surplus, without any 
organization expenses. 

Since E. C. Kosmak became president of the 
Kosmak-Mellinger Company, Inc., the latter 
has made a connection with the Omaha Liberty 
Fire of Omaha, Neb. 

Mr. Schellen was for many years with the 
Home of New York, in office and field, and 
was later with Crum & Forster, and is well 
qualified to direct the underwriting course of 
the Port of New York and other companies in 
the Smith Agency. 


—The General Accident Insurance of London is in- 
creasing its capital from £500,000 to £1,750.000 in 
£5 shares with 25s. paid up. 
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CASUALTY, SURETY & 
MISCELLANEOUS 


Manager Disappears But His Companies 
Are O. K. 

The Iowa Mutual Liability Insurance Com- 
pany and the lowa Automobile Insurance Com- 
pany of Cedar Rapids are O. K. These are the 
concerns of which C. J. Duncan was manager 
at Cedar Rapids prior to his disappearance. 
The National Bonding, of which he was also 
head, had not applied for a license, and con- 
sequently was not examined by the examiners 
for the State Insurance Department, who have 
just filed their report on the two first-named 
companies. This is the report of the examiner 
as made public by Insurance Commissioner 


Arthur C. Savage: 








The examination just made by the Insurance 
Department of Iowa of the Iowa Mutual Lia- 
bility Insurance Company and the Iowa Auto- 
mobile Mutual Insurance Company of Cedar 
Rapids, Ia., said examination made as of March 
10, 1920, shows both companies to be in sound 
financial condition. This examination was com- 
menced immediately upon the news of the resig- 
nation of Mr, Duncan as vice-president and 
general manager of both companies for the 
purpose of ascertaining the condition of these 
organizations, both being licensed by the Iowa 
Insurance Department. 

The examiners’ report discloses a substantial 
surplus in each company, and shows no shortage 
whatever in the funds or securities of either 
company. These companies had been exam- 
ined by the Insurance Department as of Septem- 
ber 30, 1919. 

The Iowa Mutual Liability company of Cedar 
Rapids on March 10, 1920, had total admitted 
assets of $416,877, with a surplus over all lia- 
bilities of $182,466. 

The Iowa Automobile Mutual Insurance Com- 
pany of Cedar Rapids had total admitted assets 
of $118,834.07, with a surplus over all lia- 
bilities of $32,004.06. 


National Surety Tangle in Kansas 

The National Surety Company, which inad- 
vertently let itself out of Kansas, may be re- 
instated during the course of the next few 
weeks. A judgment was rendered against the 
company recently and was not paid within the 
sixty days required when no appeal is lodged. 
Its license to transact business in this State was 
thus automatically forfeited. It appears that 
it was through the carelessness of a local at- 
torney that the judgment had not been paid. 
The company had no desire not to pay and is 
now arranging for a complete settlement of the 
entire matter. 
Limit of Monthly Indemnities for Married 

Women 

The Provident Life and Accident of Ten- 

nessee makes the following announcement : 


Our experience has shown that married 
women, engaged in commercial work, although 
their husbands earn sufficient income to provide 
a living for them, have not proven desirable 
risks where monthly indemnities for health and 
accident insurance exceed fifty dollars per 
month. Effective from this date our limit for 
this class of risks must not exceed fifty dollars 
per month indemnity. 
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A. J. W. Greig President of New Company 

A new casualty company is being organized 
in Detroit, to be known as the Title Guaranty 
and Casualty Company of America. It will 
have a capital of $500,000 and a surplus of 
nearly that amount. The officers include A. J. 
W. Greig as president and George A. Curry and 
A. J. Turngren as vice-presidents. Mr. Turn- 
gren will have charge of the sale of stock and 
will open a branch in Chicago, 

The company is to specialize in title insur- 
ance and in accident and health lines. Work- 
men’s compensation and automobile liability 
lines will also be written. 








Maryland Casualty Company Resigns 

The Maryland Casualty Company of Balti- 
more has announced its resignation as a mem- 
ber of the National Workmen’s Compensation 
Service Bureau, its letter tendering its resigna- 
tion being dated April 10. The cause for this is 
the company’s belief that the recent action of 
the Bureau regarding commissions will prove 
harmful to the business of the stock companies. 


Geo. S. A. Young Dead 


Geo. S. A. Young, who was at one time 
United States manager of the Manchester 
Assurance Company, died on Monday at Hart- 
ford, 

Samuel D. Henry has been transferred by the 
Security of New territory 
Pennsylvania, Maryland, Delaware and the District 
of Columbia, with offices in Philadelphia. He _ suc- 
ceeds R. A. M. Stuart, recently resigned. 
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April 15, 1920 


Casualty and Surety Club Banquet 

On April 20, the Casualty and Surety Club 
of New York will hold its eleventh annual ban- 
quet and entertainment at the Hotel Pennsyl- 
vania at 7 P, M. There will be addresses by 
distinguished guests and an entertainment of 
a high order will also be provided. 

This annual function is one which is always 
appreciated by the fraternity, and this year’s 
event promises to be exceptionally interesting. 
Bayard P. Holmes, who is chairman of the en- 
tertainment committee, and Nelson D. Sterling, 
treasurer, 92 Liberty street, are in active charge 
of the arrangements. 


Compensation Legislation at Albany 

Assemblyman Fearon has introduced a bill 
in the legislature at Albany amending subdivi- 
sion 3, section 15, of the workmen’s compensa- 
tion law, by providing that an award made to 
claimant under this subdivision shall be con- 
sidered vested in claimant as property, and in 
case of his death shall pass to his personal 
representatives, who may enforce and collect 
same as if claimant were still living. 

Senator Knight has introduced a bill amend- 
ing sections 13, 20a, 25, 26, 50 and 77 of the 
workmen’s compensation law, to permit the 
State Industrial Commission to make rules 
governing choice of positions in hospitals and 
treatment and care of injured employees, rela- 
tive to payments of moneys in advance of 
awards, enforcement of payment in default 
and to expenses of administering commission. 


Accident 
Principal Sum 
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RANGEMENTS to permit 
issuance of the big lines 
now in demand should be 
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cover for years. 
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An amendment to subdivision 3, section 15, 
of the workmen’s compensation law, offered 
by Senator Knight, relates to partial loss and 
partial loss of use, of thumb, finger, toe or 
phalange. 

Amendments to the workmen's compensa- 
tion law have been reported favorably from 
the Senate committee on labor and industry 
as follows: 

Senator Knight's, amending subdivisions 3 
and 5, section 15, by providing that loss of 
8o per cent. of vision of an eye shall be con- 
sidered equivalent to the loss of an eye, and 
loss of binocular vision shall be considered 
equivalent to the loss of an eye, and increasing 
compensation for loss of hand, arm, foot, leg 
or eye. 

Senator G. L. Thompson’s, amending group 
45, section 2, so as to bring under the benefits 
of the law forest surveyors and draftsmen, 
importation agents, chief confidential agents, 
or confidential agents, employed by the State. 

Senator Knight’s, amending section 26 and 


‘adding new section 52-a, relative to the en- 


forcement of awards against uninsured corpo- 
rations. The two last-mentioned bills have 
heen advanced to third reading by the Senate. 
American Indemnity Company, Galveston, 
Texas 

A strong financial exhibit is made, as of 
December 31 last, in the statement as presented 
to the New York Insurance Department by the 
American Indemnity Company of Galveston, 
Tex. It shows assets to the amount of $2,001,- 
629; a paid-up capital of $600,000, and a net 
surplus of $426,109, so that its surplus as to 
policyholders is $1,026,109. The unearned pre- 
mium reserve, $464,431, is the company’s largest 
liability, and it reserves $418,924 for losses and 
the expense of investigating and adjusting 
claims. In addition to reserves for known or 
estimated liabilities, the company sets up a 
voluntary reserve of $33,282. The more im- 
portant assets include $582,977 of Government 
bonds; municipal and other bonds and stocks 
valued at $499,768: real estate appraised at 
$30,465; mortgage loans, $395,680; collateral 
loans, $112,050; cash, $192,226, and uncollected 
premiums, $160,562. Sealy Hutchings is presi- 
dent of this enterprising Southern institution, 
and he is assisted by a large and efficient corps 
of officers. 


Bonding Business in Chicago Dull 

Chicago contract bond men continue to re- 
port dull business. In other parts of the coun- 
try, however, labor conditions are more settled 
and property owners apparently believe that 
the peak of high prices has not yet been 
reached. Many contract bond departments re- 
port their business as double that of the cor- 
responding period of 1919: but as prices are 
very much higher now, half the number of 
contracts will produce the same premium in- 
come as a few years ago. 
Southern Industrial Conference Meeting 

The Southern Industrial Insurers Conference 
will hold its annual session in Washington, 
April 15 and 16. The Conference will maintain 
headquarters at the Powhatan hotel during the 


session. 
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Business Integrity 


isimportant when the life of your 
organization depends upon the 
prompt settlement of all reinsur- 
ance claims. 

Our Company offers attractive 
reinsurance in connecticn with 
Compensation, Public and Gen- 
eral Liability, Accident, Health, 
Automobile or Burglary Risks 
packed by an excellent reputation 
for Integrity in its business deal- 
ings. 
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Parcel Post Insurance Loss Ratio Increasing 
To Repeal Insurance Tax 

The companies writing parcel post insurance 
are experiencing a heavy loss ratio because of 
the serious congestion in the mail due to strikes, 
inadequate and inefficient help and the enor- 
mcus amount of matter sent by postal service. 
The first class mail has to be handled before 
anything else, and as a result an enormous 
amount of parcel post mail has been stored on 
sidewalks and empty warehouses, and has been 
damaged by bad weather and by the weight of 
tons of mail above it. 

The widespread spirit of unrest among rai!- 
road employees, resulting through the numerous 
strikes and the pending demands of the hig 
brotherhoods for further increases in wages, 
have led to a growing demand for insurance 01 
merchandise in transit, covering damaged 
goods by strikers and others. 


Plate Glass Rate Increase Near 

The plate glass companies have decided that 
a further increase of rates is imperative. Since 
the last advance, made just after the turn of 
the year, the cost of replacing and setting glass 
has risen so rapidly that the rates then pro- 
mulgated have ceased to afford the companies 
adequate protection against loss. “Glass has 
advanced in price sixty per cent in the last three 
mouths. Some sizes are next to impossible to 
obtain, and the skilled labor required for set- 
ting the glass is scarce even in New York. 

Many policyholders with very minor or no 
losses against them in many years are vigor- 
ously objecting to any advance in rates, and 1t 
is proposed therefore to add to the policy an 
endorsement planned to conserve the interests 
of the companies while giving policyholders the 
protection for which they have been paying. 
This endorsement is so worded that the in- 
sured, in the case of loss, receives the cash value 
of the plate at the time the present rates were 
promulgated. Without such endorsement the 


» new rates will be effective 
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ON THE PERSONAL SIDE 





John W. Stedman, second vice-president and 
manager of the bond department of the Pru- 
dential Insurance Company of Newark, N. J., 
was one of the Morristown (N. J.) business 
men who on reaching. the railroad station last 
Monday morning found that no trains were 
running. Upon was 
tained that the trouble was due to lack of fire- 
men, and on a call being made for volunteers 
Stedman 


investigation it ascer- 


to act as firemen, Mr. was one of 
those who offered to relieve the situation by 
stoking an engine, thus making it possible for 
a trainload of business people to reach their 


offices. 


A: BD; 
consin State agent to be general agent of the 
New Hampshire and the County Fire. He wil! 
maintain headquarters in Chicago. Mr. Yeaton 
has been in the service of the New Hampshire 


Yeaton has been promoted from Wis- 


for some twenty years, 


Col. John L. Cunningham, formerly president 
of the Glens Falls Insurance Company, cele- 
brated his eightieth birthday on April 5. On 
that day Col. Cunningham, who is now a direc- 
tor of the Glens Falls, put in a full day at his 
desk receiving calls from many friends and 
Many friends were received in his 
Col. Cunningham 


admirers. 
home later in the evening. 
joined the field forces of the Glens Falls im- 


mediately following the Civil War, and was 


SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 








Semi=Annual Statement, 
December 31, 1919 


(Condeased from Statement to U.S. Treas. Dept) 


Admitted Assets. . $3,890,624. 00 


Camital.......... 1,000,000. 00 
Surpluss......... 564,840. 00 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
k-mployer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 











made secretary in 1872. In this position he 
became the real head of the company, and was 
elected to the presidency following the death of 
Russell M. Little in 1&92. He resigned this 
position in 1914, but remains a member of the 
successor to Mr. Murphy. 


W. H. Riker, superintendent of the sprink- 
lered risk and service department of the West- 
ern department of the Insurance Company of 
North America, and H, A. Miller, manager of 
the Western automobile department, have been 
made superintendents of agencies, taking effect 
April 15. 

William T. Howe resigned last week as vice- 
president of the Connecticut Fire. He entered 
the insurance business in 1875, and became con- 
nected with the Connecticut in 18&8, serving 
through various offices, hecoming vice-president 
in 1913. He will be succeeded by John A. 
Cosmus, formerly secretary, who joined the 
company as agent in 1905. F, W. 
Bowers, also formerly secretary, now becomes 


special 


a vice-president. 

Albert W. 
actuary to the National Council on Workmen's 
Compensation, and will assume his duties on 
June 1. Mr. Mowbray entered the actuarial 
department of the New York Life in 1904. He 
later became an associate of the Actuarial So- 
ciety of America, and entered the North Caro- 
He has lately been actuary 
In 1918 he be- 


Mowbray has been appointed 


lina department. 
for the California department. 
came actuary of the State Industrial Commis- 
sion of New York. 

Vincent P. Wyatt has been elected secretary 
of the Home Insurance Company. Mr. Wyatt 
joined the city department of the Home in 1902, 
and was elected assistant secretary in 1912. At 
the same time FE. C. Decker 
He has also previously been 


was elected as- 
sistant secretary. 
in the city department. 

of Chicago, and Miss 
Summit, N. J., 
present 


C-SsS. Maller; Jr; 
Madeleine Severance of 
married on Wednesday of the 
The ceremony was performed at St. Stephen’s 
Protestant Church of New York. Mr. Miller 
is a well-known adjuster of automobile and 
burglary losses in Chicago, and is the only son 
of Mr. and Mrs. Chauncey S$. S. Miller of New 
York. 


were 
week. 


, bosters, 
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PROPOSED TAXATION OF 
ADVERTISING 


Another Legislative Movement to Further 
Injure the Business of the Country 


Wasuincton, D. C., April 13.—Taxes on adver- 
tising, as proposed last week in a bill introduced in 
the House of Representatives by Congressman Thomp 
son of Ohio, would cost the business men of the coun- 
try millions of dollars annually, according to esti- 
mates made of the revenue which would be derived by 
the Government from such a tax. 

Mr. Thompson’s measure provides for a tax of ten 
per cent upon all advertisements in newspapers, books 
or magazines having a circulation of five thousand or 
more, or in pamphlets or other publications entering 
classified 
help or 


the mails. The only exemptions would be 
advertisements of articles lost or found or 
situations wanted. 

In addition to this, a tax would be levied on all 
other advertising of cent of the sum 
usually charged for the production of matter. 
This would include bill board advertising, car cards, 
theater programmes, etc. All the 
would be paid by the advertiser. 

The object of the bill is to derive revenue for the 
Government time to reduce the 
amount of advertising space used by the country so 
as to avert a further shortage of print paper. 

A tax on advertising, even though it might result in 
considerable revenue to the Government and in some 


fifteen per 
such 


taxes 


and at the same 


conservation of the supply of newsprint paper, would 
be a most disastrous inflvence upon the business of 
the country, according to the large volume of pro- 
tests that are being received in Congress against the 
bill now pending. 

Appeals to oppose the measure are being received 
by Congressmen from all classes of business. While 
retail establishments, most of the news- 
paper advertising originates, are especially interested 


with which 


in the measure, its enactment would affect practically 
every business concern in the country. 

The proposed measure is characterized by one busi 
ness man as “‘the most destructible form of tax pos 
sible.” 

“Tt is a tax on promotion,” he wrote. 
would be felt in the ratio of th« 
thé volume of business promoted. 

It would slow up all business activities and strike 
at the morale of America.” 


“Its influence 
advertising cost to 





Insurance Legislation at Albany 
The New York Senate has passed the follow- 
ing bills: 
Senator G. L. 
workmen’s compensation law so as to. bring 


Thompson's, amending the 
under its benefits forest surveyors and drafts- 
men, agents, chief 
agents or confidential agents employed by the 
State. 

Senator Walter’s, adding new section 182-a 
to the relative to the use of 
searching company’s abstracts in actions and 


importation confidential 


Insurance Law 


proceedings. 





~ CRUM & FORSTER 


GENERAL AGENTS 


95 WILLIAM STREET 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D.C. 


F. M. GUND, Mor. western Dept. 
“reeport, Illinois 
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The North River Ins. Co., N. ¥. 
Union Fire Ins. Co. Buffalo, N. Y. 


| United States Underwriters’ Policy, N. Y. 


W. W. ALVERSON, Mgr. Pacific Coast Dept. 


San Francisco. California 
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: THE GREAT SOUTHWEST OFFERS FIRST FARM 
: MORTGAGE SECURITIES UNEQUALLED ANYWHERE 
a 

. The substantial development of this section spells a Romance of prosperity. 

: Few persons have a real appreciation of the prosperity of Texas, Oklahoma, Arkansas, 

. Louisiana, and New Mexico at the beginning of 1920. Here are a few causes for and 

Dr results of the section’s rapid development: 

I Cotton’s Kingdom—The Southwest produces two-thirds of all the cotton grown in 


% the United States. Texas alone produces one-fourth. The 1919 cotton crop was valued 
at $2,332,913,000, or one-sixth of the country’s total crop value of $14,092,740,000. Two- 
thirds of that crop came from the Southwest. 

Leading in Oil—Texas in 1919 became the leading oil-producing state of the Union. 
. Texas also jumped from tenth place to third place as a corn state, and as a wheat state 
from twenty-third to eighth place. Texas now ranks fourth as an oat state; in 1918 she 
: stood sixteenth. 


The Gain in Agriculture—Texas in 1919 produced $380,506,000 more than 1918. 
e This means that Texas farmers are more than a third of a billion dollars richer in 1920 
‘ than they were in 1919 because of agricultural crops alone, to say nothing of beef, farm 
fe butter, and other products of which Texas produces more than any other State. 


d Texas Leads—Texas, which ranked third in agriculture in 1918, was the leading 
agricultural state in 1919. The proof of the prosperity of Texas rests on bank figures. 
i Her percentage of increase in bank deposits in 1919 over 1918 was greater than that of any 
. other state. The actual increase of the total amount of deposits was exceeded only by 
New York. 

$2,500,000,000 in Crops—~Texas is the backbone of the Southwest, but not all of the 
Southwest. Oklahoma farmers banked over half a billion dollars in 1919, from the sales 
of agricultural products. The farmers of Arkansas, New Mexico, and Louisiana banked 
nearly a billion more. Added to the $1,500,000,000 crops of Texas, these figures give the 
farmers of the Southwest something over $2,500,000,000 for their work in 1919. And the 
Southwest is only in its infancy. 


: The Land of the Future—Texas with 27,000,000 acres of improved farm land 
; stood close to Illinois, the foremost state of the Union in farm values in 1918. In 1919 
Texas ranked first. Texas has 85,000,000 acres of good land to develop; Illinois has 7,000,- 
000 acres. ‘Texas and Oklahoma increases in 1919 were tremendous when compared with 
those of other states. Great as is the wealth of the section in 1920, it is small compared 
to the possibilities for 1925 and 1930. 

Isn’t this the territory to invest your surplus funds in choice farm mortgages? 


We claim to control the best offerings from here. Why not write us for particulars? 





THE F. B. COLLINS INVESTMENT COMPANY 


PAID-UP CAPITAL $250,000.00 
OKLAHOMA CITY OKLAHOMA 
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Agency Wants 











TRAVELING ADJUSTER WANTED 


Insurance company has exceptional opening for wide awake traveling 
adjuster. Work requires resourceful person with marked aggressiveness, 
who has sales ability and is competent to repossess automobiles and sell them. 
In reply (typewritten preferred) state age, experience in detail, education, 
present salary and employment. Give phone. Address Box 400, care of 
The SPECTATOR. 








WANTED 


FIRE INSURANCE UNDERWRITING 
MANAGER 


A large Fire Insurance Company, now being or- 
ganized in the South, wishes to get in touch with a 
man of broad fire-underwriting experience. Nearly 
$1,000,000.00 of proposed stock has already been sold. 
Address Box 10, care of THE SPECTATOR, 135 William 
St., New York City. 

















Prominent Agents and Brokers 





LEON IRWIN & CO., Inc, New Orleans, La. 
REPRESENTING 
National Union 
National-Hartford 
Philadelphia Underwriters 


uyvesant 


New Amsterdam 
Casualty Co. 
Indemnity Company 
of America 
Automobile Insurance 


American Eagle 

Automobile-Hartford 
American Equitable 
British-Amer. Assurance 
Fidelity-Phenix 
Insurance Underwriters BROKERS LINES SOLICITED 











NEW YORK STATE DEPARTMENT 


; SUPERIOR FIRE OF PA. ALLEMANNIA 
_ FIRE OF PA. CAPITAL FIRE OF N. H. 
GEORGIA HOME OF GA. UNITED 
AMERICAN INS. OF PA. 


P. B. DUTTON, MGR., ROCHESTER 























J, L. MITCHELL 


Is prepared to successfully negotiate and finance the reeinsurance or con= 
solidation of either Legal Reserve, Mutual Assessment or Fraternal Life 
Companies, Associations or Orders. 


Temporary money advanced on strictly private arrangements. 
All communications held personal and confidential. , 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, II]. 





F. JANSSENS 


™ Agent d’Assurances 
et de 
Reassurances 
Anvers Bruxelles 


28 rue St. Michel 


2 Courte rue des Claires 
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FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F.A.S. 


CONSULTING ACTUARIES 
865 Nassau Street New York 


MILES M. DAWSON & SON. 
CONSULTING ACTUARIES 


NATIONAL-ASSOCIATION BLDG,, SUITE No. 1005, 
26 W. 44th ST., NEW YORK 


J, H NITCHIE 
ACTUARY 


19 SOUTH LA SALLE STREET 
CHICAGO 


1338 Association Buliding 
Telephone. Central 3462 





PAUL L. WOOLSTON 


INSURANCE EXAMINER, ACTUARY 
AND ACCOUNTANT 


MAJESTIC BLDG., ‘DENVER, COL 


DONALD F. CAMPBELL 
| CONSULTING ACTUARY 





76 WEST MONROE STREET CHICAGO 
Telephone, Randolph 912 

FRANK J. HAIGHT 
CONSULTING 
ACTUARY 

8Il-812-818 HUME-MANSUR BLDG., INDIANAPOLIS, IND. 





JULIAN C. HARVEY 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 





JNO. A. COPELAND 


CONSULTING ACTUARY 
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JAMES H. . WASHBURN, P. A. I. A. 


CONSULTING ACTUARY 
ROOM 1303 


Expert Advice on Domestic, Tropical and Semi-Tropical 
Business 


Cable Address: Gertract, New York 


GEORGE. B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 Broadway New York 


T, J: McCOMB 
CONSULTING ACTUARY 


Colcord Building OKLAHOMA GITY, OKLA. 





F M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


Burns & SpwaAKMAN 


Certified Public Accountants THE BOURSE, PHILADELPHIA 





"| C. RAFFERTY 


CONSULTING ACTUARY 
Suite 714 Weightman Building 
Philadelphia, Pa 





Complete Rate Books Formulated 





A. SIGTENHORST 


CONSULTING ACTUARY 





NATIONAL CITY BANK BUILDING WACO, TEXAS 


REDERIC S S. WITHINGTON, F.A.I.A. 
CONSULTING ACTUARY 





402-404 Kraft Building Des Moines, lowa 


Telephone Walnut 8761 


WwW, H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


256 BROADWAY NEW YORK 
W. R. HALLIDAY 
CONSULTING 
ACTUARY 
INSURANCE EXCHANGE CHICAGO 


165 BROADWAY, NEW YORK CITY | 











| 
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“ABB I LAN DIS, Actuary 


To January Ist, 1920, Mr. Landis has been 
employed by 204 of the oldest and largest 
Fraternal Societies in the United States and 
Canada, to compute rates of contribution, to 
make valuations, to report on readjustments, 
to prepare forms of certificates, to write consti- 
tulions and to give technical advice. Long 
experience in fraternal work and technical 
Knowledge of insurance and law give a su- 
perior value to his services. He has dealt with 
every phase of the business to the satisfaction 
of clients. 


NASHVILLE, 





TENNESSEE 


Insurance Lawyers 


IRELAND 


GEORGE McILDOWIE & SONS Attorneys-at-Law Belfast, Ireland 
Refer to Equitable Life, Mutual Life, New York Life, Metropolitan, Atna Life, John Hancock 
Mutual, Illinois Life, Boston Mutual and American Consul at Belfast. Cables: Mclldowie. Belfas 





Insurance Examiners and Adjusters 


BININGER.& SIBLEY 


FORTY NINE MAIDEN LANE = NEW YORK CITY 


Adjusters For Casualty Companies 
Appraisements (Auto Damage) 
Appraisements (Aero Damage) 
Adjustments (Aero Claims) 
Auto Subrogation Claims 

WE HANDLE 

Anything and Everything in Insurance Claims. 














Claim Investigations 
Claim Adjustments 
Claim Photography 
Surveys 








CLAIM SUPERVISION 


The busy claim executive likes to feel that 
the cases he refers to a field representative 
will be promptly and efficiently handled with- 
out further supervision. 





Liabilit Territ 
Compensation R. L. NASE Viewae 
=" Adjuster for Casualty Companies pl 
Health 1109-10 Mutual Bldg,, Richmond, Va. Carolina 


Claims 











PIONEER LIFE INSURANCE CO. OF AMERICA 
Kansas City, Mo. 


POLICIES THAT SELL 


Double Indemnity for accidental death. , 
Total and Permanent disability benefits, 
Partial disability benefits. 
Surgical Operation benefits. 
Annual Dividends. 
Policy lan insurance. 
Freedom, occupation and travel. 


TERR#ITORY OPEN IN MISSOURI AND KANSAS. 
John W. Cooper, President. 
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Cc. A. PALMER, Prest. S. D. ANDRUS, Vice-Prest. 
W. A. ELDRIDGE, Sec. and Managing Underwriter. 


The Inter-State Fire Insurance Co. 


OF DETROIT, MICHIGAN 
406-412 DIME BANK BUILDING 


et EOE en oe eee eS eos. $643,391.51 
LIABILITIES, INCLUDING CAPITAL............ 580,018.60 

PUY MONT EPID 5s s\n be 0 Sc sine'e ss 10..0)5.¢ 2 ie were le $63,372.91 
SURPLUS TO POLICYHOLDERS................ $322,522.91 


AGENTS WANTED IN MICHIGAN, OHIO, INDIANA AND ILLINOIS 


Missouri 
General Agency Openings 


OUR POLICIES SELL 


RATES PER $1,000 
Age 35 
Age 45 


NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 











MISSOURI LIFE AND ACCIDENT 
INSURANCE COMPANY 


of St. Louis, Mo. 





Policies Issued on the Weekly Plan Only 
‘‘Our Record is Our Reputation” 














Reserves and Surplus to Policyholders | 4 Good Policy 


$1,.685,000.00 
a 3 IN 1” 
pTHern | B LIFE 
FE HEALTH 
Ll ACCIDENT 
_ NE POU, 


INSURANCE CO. 
SEATTLE, U. S. A. 


Protection to you 
while living,andtc 
yours afterwards 


Good Agency Cor- 
tracts to Reliable 
“Live” Insurance 
Men—Write today 





D. B. MORGAN 
President 


Home Offices, Northern Life Building 
Fourth Ave. and Seneca St, 

















Fire Casualty Life 
RE-INSURANCES 
WILLIAM C. SCHEIDE & CO. 


HARTFORD, CONN. 





The Best Evidence of Efficient Service 


During 1919 the representatives of the Massachusetts Mutual delivered 
policies aggregating $131,103,768—an increase of more than 100% over the 
amount delivered in 1918. Of this over 35% was upon the lives of persons 
already insured in the Company. Less than 1% of the total premium- 
paying insurance in force was surrendered and cnly slightly more than 1% 
was allowed to lapse. There could be no better evidence that the faithful 
and efficient service of the Massachusetts Mutual is appreciated by its 
policyholders, who are its staunchest friends and most enthusiastic adver- 
tisers. 

Joseph C. Behan, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 
Springfield, Massachusetts, 
Incorporated 1851 











Would you like to represent a life company in its 
home state where you will have back of you the in- 
fluence and interest of the biggest men in the com- 
munity? 

If so, communicate with 

CLINTON C. WHITE, Secretary 
Puritan Life Insurance Company 
Providence, R. I. 


A direct contract with the Company. General Agent’s Commissions. 














SALARY AND COMMISSION 


offered to capable man to manage an im- 
portant open territory, comprising seven 
counties in Pennsylvania. Address 


W. E. NAPIER, Secretary 


SCRANTON LIFE INSURANCE CO. 
SCRANTON, PENNA. 











Extracts from Report of Examination of 


Southwestern Life Insurance Company 


By the State of Texas, June 28, 1915. 


“Tt is noteworthy that this Company was organized 
without any promotion expenses.”’ 

“I beg to report further that I find the Company in 
excellent financial condition. The volume of its business 
has steadily increased, its surplus is growing rapidly and its 


funds are being carefully conserved under expert super- 
 ¢ ” 
vision. 


HOME OFFICE, DALLAS, TEXAS. 














WANTED 
Managers for These Important Districts 
KANSAS, EASTERN MISSOURI, WEST VIRGINIA 


Guaranteed low cost policies. As good as we can make them. 


Any one of the above is an absolutely first class opportunity. Ii 
your record is clean and you can furnish evidence of your Ability as a 
Personal Producer, your application will be considered. 


Address S. W. GOSS, Vice-President 
SECURITY LIFE INSURANCE COMPANY OF AMERICA 





The Rookery, Chicago 
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<i HUGH R. LOUDON, Manager. 
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J. B. KREMER, Deputy Manager. 
R. H. WILLIAMS, Assistant Deputy Manager. 
oe : : 
Tr. A. WEED, Agency Superintendent. a a r 
NEW ENGLAND STATES, NEW YORK. - % ef ’ 
NEW JERSEY, PENNSYLVANIA, 5 oN 
MARYLAND, DELAWARE, fa NG 
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a<[- IOWA, WISCONSIN, Bae s S 
ad, MINNESOTA, MISSOURI, lm & 
= KANSAS, NEBRASKA, mS oD & 
COLORADO, NORTH DAKOTA, i aS 
SOUTH DAKOTA, OHIO, INDIANA, SF 6 






KENTUCKY. 
<i a 

R. H. PURCELL, Manager. 
W. P. ROBERTSON, Assistant Manager. 
E. E. WELLS, Agency Superintendent. 
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ENTERED VU. S.1848 
The statement of the condition of the United States Branch on the tst of January, 1920, in accordance with the laws of 
the State of New York, is as follows: 
I es i ee Dace ae hea 6 cae ohn ened I oe $18,7 10,036.65 
eee ee ee eee ee ee ee ee ee eee Treo oe 12,959,4.34.62 





NE 6s ewcinenencamniaauieosiadsmndandeteeweeeens $5,750,602.03 


As an illustration of the Company’s practice in maintaining its Assets in the United States in a year of excessive loss 
the following figures may interest policyholders : 


Year. Assets at January 1. Inceme. Expenditure. 
1906 (San Francisco Fire)................ ... $12,234,048 $8,144,207 $0,888,323 
7a ee .» 12,335,961 osama PRN 
Thus showing Excess or ExpENpITURE of..... eee TT TTT Te (iaveeewens sees aiewededn socves SER 
And Increase oF Assets in the same time of....... prannnaiareds er (0) Oe) 


ProcreEss of the United States Branch: Net Premiums—1848, $4,519; 1858, $471,988; 1868, $1,739,620; 1878, 
$2,422,126; 1888, $3,928,010; 1898, $4,979,422; 1908, $7,427,618; 1917, $10,258,137; 1918, $11,618,840.85. 
Losses—The amount paid in satisfaction of fire losses in the United States to the beginning of the present year ex- 


ceeds $168,000,000. This large sum, in conjunction with the growth of the Company’s business, evinces the confidence 
of the public and the faithfulness with which the Company’s losses are adjusted and settled. 
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National Life Insurance Company 
of the Southwest 


The company to represent in New Mexico and Arizona 
‘* More days of.Sunshine’’ 


For attractive agency proposition Write 


E. T. CHASE 


Secretary €@ General Manager 
ALBUQUERQUE, NEW MEXICO 




















Look! 
Listen! 
A Michigan Company 


for 


Michigan People 


Stop! 


Detroit, Michigan Liberal Contracts to Live Agents 


ELMER RB. DEARTH 


Up to the minute policies. Write us. 
President 








State Mutual Life Assurance Co. 
of WORCESTER, MASS. 


Incorporated 1844 
Commenced business June I, 1845 


1920 


is the 75th ANNIVERSARY of our commence= 
ment in business. 

From the beginning the first consideration has 
been to furnish absolute protection to policyholders and bene= 
ficiaries. 

This practice has resulted in satisfied policyholders—the first 
essential to the agents’ success. 


B. H. Wright, President D. W. Carter, Secretary 
sedatenand Ireland, 7 srintendent of Agencies 


Equitable Life Insurance Company 


of the District of Columbia 








ORDINARY AND INDUSTRIAL 


Established in the District of Solumbia, West Virginia, Ohio and Delaware 


. HENRY P. BLAIR 
. JOSEPH SANDERS 
WILLIAM A. BENNETT 


President 

Vice President 

2nd Vice President (Agency Supervisor) 
Secretary . . ALLEN ‘ CLARK 
Actuary GILBERT A. CLARK 
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We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life. com- 
pany. It will pay anyone interested to in- 


vestigate. All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 








4 0 WE WANT AGENTS 
ad “THE COMPANY OF CO-OPERATION” 


to push our five-pointenine policies. 
THE DES MOINES LIFE & ANNUITY C0: 


_ Main n Office, 316 tAeh St. N.W.,WASHINGTON, D. C. 
Excellent Iowa territory and liberal 
A. L. HART, Agency Mgr. 


‘contracts for men of good reputation. 
Heme Office—Register Tribune Bidg.—Des Moines, Iowa 





A URICH 


GENERAL ACCIDENT AND LIABILITY INS. CO., Limited 


All Classes of Casualty Insurance 


Immense Resources 


Agents who are Expert are invited to communicate with us 


United States Head Office 431 Insurance Exchange, Chicago 
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GENERAL OFFICES: 
Wilkes-Barre, Pa. 


2nd Floor Coal Exchange 
Live men want a live Company. 
Our Salesmen make money. 
Good contract for the right man. 


JOHN F. TUBBS, 


President 


H. B. WILSON, 


Secretary 


Write Us Today. 
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Service Financial Stability Non-Technical Contracts 


THE EMPLOYERS’ 


LIABILITY ASSURANCE CORPORATION, LTD. 
OF LONDON 


THE PIONEER AND LEADING LIABILITY INSURANCE COMPANY 
OF THE WORLD 


WORKMEN’S COMPENSATION 


LIABILITY, AUTOMOBILE, STEAM BOILER 
AND FLY WHEEL, ACCIDENT, HEALTH, 
FIDELITY, SURETY, BURGLARY AND 
PLATE GLASS INSURANCE 


SAMUEL APPLETON 


United States Manager , 
33 Broad Street, Boston 


Dwight & Hilles, Resident Mgrs. for N. Y. State,,56 Maiden Lane, N.Y 








‘fOUR BONDS GUARANTEE INTEGRITY”’ 
fs 


SURETY : CASUALTY 
BONDS INSURANCE 


NEW YORK 


CHARLES H. HOLLAND, PRESIDENT 

















THE UNITED STATES 
LIFE INSURANCE 
COMPANY 


in the City of New York. 


Organized 1850. Non-Participating Policies only. 
Over Forty-Five Million Dollars Paid to Policyholders. 


John P. Munn, M. D., President 
Good territory open for high class, personal pro- 


ducers, under direct contracts with the Company. 
Address Home Office, 277 Broadway, New York City. 








GEORGE WASHINGTON LIFE INSURANCECO. 


Charleston, W. Va. 


The popularity of our SPECIAL CONTRACTS such 
as ENDOWMENTS at Ages 60, 65, 70 or 75, and our 
MONTHLY INCOME COUPON BOND POLICIES, mean 
SUCCESS to wide awake Insurance Salesmen. 

We also write TOTAL DISABILITY which provides 
for Waiver of Premium and Monthly Income and a clean 
cut DOUBLE INDEMNITY BENEFIT. 

Just at present we have a few attractive Agency 
openings in the State of OHIO. For particulars address: 
Cc. B. BEAUMONT, State Manager 
2205 East 83rd St., Cleveland, Ohio 
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CONTRACTS for 
AMEN OF ABILITY 


PURE LIFE 
INSURANCE 
SO] 1c611 @)\\ 


ie 
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Is It Worth Anything to You to be able to write 
a Profitable Risk for your Company, or to 
Refuse an Unprofitable One? 


FIRE INSURANCE INSPECTION 
and UNDERWRITING 


(New edition just issued—greatly enlarged and improved) 


By C. C. Dominge and W. O. Lincoln. 


contains information as to thousands of subjects— 
arranged alphabetically—as to which any fire insur- 
ance man is likely to desire information any day, and 


promptly. 

It tells the fire hazards of chemicals, manufacturing 
processes and special hazards; defines insurance terms, 
and deals with almost all topics apt to come up in 
the course of a day’s work. 

A Practical Guide for Inspectors, 

Underwriters, Students, Firemen, Etc. 


Prices: 


Flexible binding, $5.00; Deluxe edition, thumb 
indexed, $6.50. 


THE SPECTATOR COMPANY 


CHICAGO PUBLISHERS NEW YORK 




















THE SPECTATOR 





























































2.342 918 ‘918. 18.009 38 


"THE COMPANY WITH THE PYRAMID 








NEW HAMPSHIRE 





3.877. 846.70 


1.193.546 O8 
} 3.911.743 34 | 1.199 685.49 








FIRE INSURANCE Co 


L 5.725. 809 34 





4.504 8: 



































L 6.097, 887.20 St 60 4 
[__6.250. 526.89 1.703.433. 67 \ 
[_ 6.350, 079.09 -725.713.78 \ 
[_ 6.515. 629.548 006,944.79 \ 
[__ 6.969. 872.54 100,428.41 \ 
L 7.383,893.68 .112,189.53 —j 
L 8.011, 409.82 -137,302.08 
[ _9.054,147.84 .513,380.92 pone 

















| TOTAL LIABILITIES $5,040,766.92 
POLICY HOLDERS SURPLUS $4,013,380.92 | 




















A purely mutual company, issuing all desirable 


Ambitious, Productive and Trustworthy Life 











The 


BERKSHIRE LIFE INSURANCE CO. 


of Pittsfield, Mass, 


Inc. 1851 





W. D. WYMAN, President 











forms of life insurance. 





Attractive Literature 


Agents may be benefited by corre- 


sponding with 


W. S. WELD 
Superintendent of Agencies 










































CONTINENTAL LIFE INSURANCE COMPANY 


KANSAS CITY, MO. 
Thirteenth Annual Statement, December 31, 


ADMITTED ASSETS 


Mortgage Loans on Real Estate (F irst Liens). 
Real Estate (Market Value). om 
United States, Municipal and School Bonds.......... 
Policy Loans and Premium Notes (Secured by Reserves). 
Cash in Banks and Office. Satetate visas ; if. 
Interest Due and Accrued. —_ 

Net Uncollected and Deferre d Premiums. 

Due from other Companies... . 


Total 


LIABILITIES 


Legal Reserves on Outstanding Policies 
Present Value of Supplementary Contracts 
Coupons left with the Company at Interest 
Policy Claims Reported and Unpaid...... 
Premiums and Interest Paid in Advance... 
Taxes not yet Due: ...n-.cks:c cece 
Accrued Accounts not yet due.... 
Miscellaneous Items.......... 

GON OSE. | 

Assigned Surplus.............. 
Unassigned Surplus....... 


$490,000 .00 
85,792.22 
78,834. 17 


Surplus to protect policyholders. . 


Total 


February, 1920 
State Deposits for Protection of Policyholders over........ 
Insurance in force over. . 


The Company was examined as of December 31st, 1919, by 


1919 


$2,035,767 .47 
108,725. 50 
300,058 . 60 
477,682.55 
475,749 .30 

77,632.29 
88,188.45 
2,500.00 


$3, 566, 304. 16 


$2,746,274 .33 
11,827 .95 
46,346.66 
48,975.78 
17,659.21 
22,140.95 

8,079.51 
10,373.38 


654,626.39 


$3, 566,304.16 


$2,000,000 .00 
32,000,000 .00 


the represent- 


atives of the States of Co orado, Kansas, Missouri, Montana, Utah and Wy- 
oming, and the above figures taken from our annué al statement are the same 
as will be found in the report of the ‘‘Convention’” Examination on file with 
the Insurance Departments of all the States in which the Company operates. 


& OFFICERS 


JAMES COWGILL, Chairman of Board; W. COOPER, President; 


JOE W. INGRAM, Vice-Pres. and Treas.; R. SCHWEIC 


H, Vice-Presi- 


dent; BEN H. BERKSHIRE, Vice- sn Ral i ae. McCOY, Vice-Presi- 
ag R. C. VAN DYKE, Secretary; J. R. MOORE, Assistant Secretary; 


. T. FLAN AGAN, Actuary; 
E 'B. HILLE R, M. D., Medic ul Director; A. L. REEVES, Ge 


A. E. DENNE, Western Agency Director; 


neral Counsel. 
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Policies that promptly respond to 
the up=to=date needs of the public 
and proven field programs that result 
in larger incomes to agents make 
this an ideal company to represent. 





1894 1920 


STATE LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


OVER SEVENTEEN MILLION 
DOLLARS IN SECURITIES 


Deposited with Auditor of State of 
Indiana for the Sole Protection of 
Policyholders. 








Good Territory and Remunerative 
Contracts for Men Who Can ‘Do 
Things.”’ 
On Agency Matters Address 
CHAS. F. COFFIN, Vice-President 





Asa ZPD ss SO Cees ese Se KF OM FE = 








[ 














